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Investment Service for Banks | 


HERE is practical significance in the fact that 

our Bond Department is an integral part of a 

large metropolitan banking institution with widely- 
diversified and far-reaching activities. 

It means that the traditions of a half century of 

conservative banking stand back of each transaction. 


It means that financial resources amounting to 
more than four hundred and fifty million dollars give 
assurance of stability and permanency of service. 

It means that in the purchase and sale of invest- 
ment securities the standards of the Illinois Mer- 
chants Trust Company must always be maintained. 


ILLINOIS MERCHANTS TRUST COMPANY 
Capital & Surplus 45 Million Dollars 
CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


for Customers 


in the 25-story addition to" 
our present building, is 
indicative of the progres- 
sive policies which have 
made this institution 
outstanding in Detroit. 
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FIRST 


NATIONAL BANK 


IN 
DETROIT 


FIRST NATIONAL COMPANY 
OF DETROIT, INC. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





PWR 


a i ena Se 2 eee 


()ne of our depositors 
expresses his appreciation 
and opinion of 


mane oo enat 


panys 

Express Com = 
american Pp a » 
? 


. 

65 Brosdweay, € 4 
we 

New York, N.Y < 


Gentlemen:= 00 
on uly 8th we s01a $3000 


= 
. MWR 
to one of our depositors, Dr -” 
fe) 
We are enclosing, nerein, 
and OP 
pressing his appreciation 


e t 
Travelers cheques 85 : 


| filese 


CAPITAL & 


secreter 





Steamship tickets, hotel reservations, 
itineraries, cruises and tours... booked 
in or to any part of the world by the 
American Express Travel Department. 


OMPANY 
R 
CAPITAL CITY wil 
Wiss 
Mi F. 





in Travelers 


of his letter ox- 
inion of the americen 


pought you might 1ike 


American Express 
Travelers Cheques 


...writes the Capital City Trust Co. 
“of Trenton, N. J. 


“The American Express Travelers Cheques which 
you furnished me for my recent trip abroad proved 
to be of the greatest assistance which simplified our 
money problem very materially. I can heartily rec- 
ommend them and would use them again if going 
abroad. I want to especially commend the kindness 
and helpfulness of everybody connected with the 
American Express. They did all that anybody could 
do in the way of arranging for the transfer of our bag- 
gage, securing of guides and many other kindnesses 
that aided greatly to the enjoyment of our trip.” 


* * * 


This is convincing proof of the two-fold 
benefit offered to banks selling American 


Express Express Travelers Cheques to their clients. 
same for your 


Not only are their patrons assured of safe 
and everywhere spendable travel funds, but 
the Helpful Hand of the American’ Express 
Travel Service assists them in a hundred and 


PANY one ways—at foreign depots—frontier points, 
igen 


y-Treasurer ° 


customs, in forwarding mail and cables, 
handling their baggage, supplying tickets 
and local information etc. 

Such service is available to your clients. 
You extend it to them by selling them 
American Express Travelers Cheques. 
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nM ag 4 
AMERICAN 


EXPRESS 
travelers Cheques 
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An Appreciated Compliment 


I WANT to tell you that the Jan- 
uary number of THE BANKERS 
MONTHLY registers as high as any 
number you have issued. In typo- 
graphical tidiness, editorial  effi- 
ciency, pictorial polish, and educa- 
tional excellence it simply rings the 
bell! Please accept con- 
gratulations—Fred W. 
Ellsworth, Vice Presi- 
dent, Hibernia Bank & 
Trust Co., New Orleans. 


The Best Ones Do 


Advance 


HARDLY see how the 

standard of wages 
may be raised much on 
the basis of the present 
small returns in the 
banking business. Ordinarily the 
matter of salary is taken care of in 
the case of the exceptional employe 
by his ability to advance himself in 
the work, which naturally carries 
with it increased compensation. 

It appears that there is a large 
percentage of employes who by rea- 
son of natural limitations, such as 
lack of ability, poor personality, in- 
clination to avoid responsibility, and 
so on, can only get about so far. 

On the other hand these employes 
oftentimes are faithful and loyal and 
we find that we depend upon them 
year in and year out, and perhaps 
always will, to handle certain phases 
of the routine work which the more 
energetic and ambitious employe is 
not content to remain with for any 
great length of time.—E. G. Bennett, 
General Manager, First National 
Bank, Ogden, Utah. 


It’s the Business 


E sometimes feel that we possibly 
are not paying our help enough, 
but contacts made with our fellow 
bankers over the state indicate that 
our salary schedule is as high or 


6 


{ In which our readers discuss an important subject each month } 


higher than any other institution of 
our size within the state. We have 
always felt that if an institution was 
making money, that the profits should 
be shared with the employes. A 
bonus plan might be the best way to 
adjust salaries—H. B. Mendenhall, 
Cashier, The Rocky Ford National 
Bank, Rocky Ford, Colo. 


THIS MONTH’S SUBJECT 


Should bank employes 


be paid more? 





A Bonus Will Help 


Y reply is that if employes are 

carefully selected and paid some- 
what more than is commensurate 
with their ability and the local mar- 
ket for their services, this is as much 
as a bank should tack on as a per- 
manent overhead; further compen- 
sation, however, should be given as 
an encouragement to employes in the 
form of a bonus based on profits 
earned in excess of a fair return on 
the capital invested.—Eugene Caze- 
dessus, Vice President, The Bank of 
taton Rouge, Baton Rouge, La. 


Earning Power Governs 


E believe the amount of salary 

paid to an employe of a bank or 
any other business should be based 
entirely upon the value of service the 
employe is able to render, and it is 
certainly fundamental to the success 
of any business that the overhead ex- 
pense be kept reasonably within the 
earning power of the business.— 
T. R. Watts, President, The Citi- 
zens Bank, Grand Junction, Iowa. 


Merit Deserves Reward 


WOULD say that the managing 

officer of a bank, or any other busi- 
ness, should have a personal interest 
in each one of the men and women 
that he employs; that each employe 
should be rewarded on his merits. 
I do not see that any general rule or 
principle beyond that of 
equity and regard for 
the work done by the in- 
dividual can be success- 
fully used. 


I believe that employes 
should be encouraged to 
take an interest in the 
success of the business in 
which they are employed. 
That if the business is 
successful, the employe 
should be given a bonus 
which would be in some 
measure a recognition of his contrib- 
ution to the suecess of the business. 
If the business is unprofitable, the 
employes should share with the stock- 
holders in the misfortune. I know 
what it means to live on a small sal- 
ary for when I started in a small 
country bank as teller and assistant 
cashier, I received $5 per week.— 
F. J. Atwood, President, The First 
National Bank, Concordia, Kans. 


Clerks Expect Small Pay 


T is generally an accepted fact and 

generally known among the clerks 
in all walks of endeavor that salaries 
paid by banks are not very high be- 
cause of the fact that, especially for 
the past few years, the banking fra- 
ternity has been unable to make high 
profits and are, therefore, unable to 
pay high wages. The clerk accepts 
the position in a bank with the know!l- 
edge that he will not receive a very 
high salary and, if he is honest, he 
will at once measure his standard 
of living in accordance with the pay 
that he receives, for this is possible.— 
J. H. Scales, President, The Perry 
Banking Co., Perry, Fla. 
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New Union Trust Building, Detroit 
now construction 





O LOOK UP and not down, 
to look forward and not 

back” is the spirit of Union 
Trust Company. Our officers and personnel view 
this new building, not merely as a reward of thirty- 
six years of faithful service, but rather as a starting 
point to the bigger, broader service of the future. 


A % First Trust Company in Detroit—Friend of the Family le A 
j Griswold at Congress Street 
° va Detroit AS 
2% / ad shen 
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The Marine Knows 
Buffalo 


Because The Marine has been 
growing with Buffalo since 
1850. The total population of 
the city then was nearly 100,000 
less than the number of Marine 
customers today — 140,000. 


m™ MARINE 


TRUST GOMPANY 


OF BUFFALO 


Resources more than $200,000,000 
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My Depositors Handed Me 


OVER A MILLION 


A. S. HELQUIST 


President, Liberty Trust and Savings Bank, Chicago 


N 75 days, approxi- 
mately 1,000 cus- 
tomers secured 1,495 
new depositors with 
balances totaling $1,- 


193,000. This does not 
include the natural 
growth of the bank 


during this same period 
which amounted to sev- 
eral thousand dollars 
more. Neither does it 
include the many new 
aceounts that came in 
later as a result of the 
momentum developed 
during the campaign. 

Eight of my officers 
took the responsibility 
of a quota of $125,000. 
in new business. Each 
was given 100 or more 
customers. The officer 
wrote a letter to each, 
explaining the plan. 
The customer was told 
that he was one of a 
selected few for the 
team. The customer 
was asked to see the 
officer captain as soon as possible. 

The letter was mailed a few weeks 
previous to the actual start of the 
campaign in order that the officer 
might have time to work up interest 
and train the members of the differ- 
ent teams to the work that they were 
expected to do. 

The officer as captain took oppor- 





The president who invites depositors to bring new customers. 


tunity, to present each member with 
a pledge card which read as follows: 
‘*Million Dollar New Business Cam- 
paign—Liberty Trust and Savings 
Bank. Elected as a charter member 
of Mr. team. I pledge 
myself to obtain $———————- in new 
business.”’ 

Following this was a list of the six 
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In New Business 


departments on which 
we wanted our ecus- 
tomers to concentrate 
and a space opposite 
each one to indicate, if 
desired, how the quota 
was to be divided. We 
asked them to work 
especially on savings, 
commercial accounts, 
bonds, vaults, foreign 
department and trust 
department. 

This card was marked 
‘*eonfidential,’’ and it 
was understood that 
only the captain of the 
team and the member 
signing the card was 
to have access to it. The 
customer signed as a 
‘‘charter member” 
which apparently made 
him feel a little more 
responsibility. 

No bonuses or in- 
ducements of any sort 
were given. No ac- 
counts of questionable 
value were credited. I 
want also to emphasize that this was 
not an employes’ competition. While 
there were some employes who 
brought in new business during the 
campaign, this amounted to very 
little and the employes were not 
urged to secure new accounts. The 
whole idea of the campaign was to 
get the customers to thinking of our 


wanted to see grow. 


The captains were expected to work 
so closely with their teams that they 
would keep the members full of en- 
thusiasm and constantly on the job. 
We knew, however, that it would be 
necessary to have some general med- 


ium to keep all members 
informed on the progress 
of the campaign, so we 
published each week a 
bulletin we called ‘‘The 
Builder.’ The heading 
was printed in red and 
bore a picture of two men 
building a brick wall. 
The building stones were 
listed at the side as fol- 
lows: Checking accounts, 
saving accounts, drafts, 
bonds, vault boxes, trusts. 


Handling The Bulletin 

We were able to secure 
some very appropriate il- 
lustrations from an en- 
graving house that makes 
euts specially for this 
purpose and these we used 
effectively in each issue. 
The first ‘‘Builder’’ was 
published after the first 
day of the contest and an- 
nounced: ‘‘$45,000 the 
first day.’’ 

Each issue contained at 
the top of the column a 
list of the captains and 
the amount of new busi- 
ness that had been secured 
by each team. 

The rest of the sheet 
was taken up with short 
paragraphs telling of the work of 
each captain and the team members. 
In this way, we had an opportunity 
to mention the names of different 
customers and made full use of this 
opportunity. In some cases, we 
picked out the men. who had not yet 
brought in any new business and by 
mentioning their names, were able 
to spur them to work. For example, 
here is one case of such a mention. 


‘Max Bernstein, promises to 
spring a surprise within a few days. 
He is one of those men who do things 
in a big way.”’ 

The real incentive was provided 
by the score board. This was a huge 
affair inside the bank at the end of 
the lobby facing the entrance. It 
was made in the form of the front 
wall of our bank with a pillar for 
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bank as an institution which they 


75 days of the campaign. 


It was made large enough, (23 by 
10 feet) so that it monopolized the 


The Plan 


That Brought The Million 


75 days 
1,000 customers soliciting business 


Eight teams with officers as captains 


Weekly bulletin enthused solicitors 
No bonuses or inducements given 


No accounts of questionable value 
credited 


The Results 


1,495 new depositors 
$1,193,000 in new deposits 


Accounts came from as far away as 
Omaha 


The plan made customers want to see 
the bank grow 


Customers made into permanent 
solicitors 





eH thi. thy 
Fifteenth 
Anniversary 
~ ot the : 
Liberty Brust £- 
Savings Bank 


vour friends and fellow 


officere present these 





This book contained the names of 

80 new and profitable commercial ac- 

counts secured by the bank’s customers. 
interest of everyone who entered the 
building and I believe that this is an 
important point. A smaller score 


each of the eight captains in charge. 

The records for the different teams 
were reported on moving tapes on 
the pillars, and this board was the 
center of attraction during the full 





board would not have helped the 
campaign nearly so much. 

During the course of the drive, the 
different captains used various meth- 
ods to encourage the members of their 
teams. Much personal work was 
done, especially with those who came 
into the bank, and many letters were 
sent to those who could 
not be seen personally. 

It was a little surpris- 
ing to consider the terri- 
tory over which our cam- 
paign had an influence. 
Not only did we get ae- 


counts from our own 
neighborhood and from 
many other neighbor- 


hoods in Chicago but we 
secured several out-of- 
town accounts. One from 
as far away as Omaha. 
The entire cost of the 


campaign was under 
$4,000, ineluding news- 


paper advertising which 
was designed to pave the 
way for our 1,000 solici- 
tors. 


Dissatisfied Customers 
They’re An Asset 


By J. WM. THOMPSON 
Assistant Cashier, Liberty Trust & 


Savings Bank, Chicago 
MB. HELQUIST’S ecus- 

tomers were not satis- 
fied with the million in 
new business they handed 
him a few months ago as 
explained in the article 
on page 9. They brought 
in another quarter mil- 
lion on the bank’s fifteenth anniver- 
sary. 

As an anniversary testimonial to 
our president, the officers as- 
sumed the responsibility of securing 
a possible 100 good commercial ac- 
counts through the medium of the 
bank’s customers. 

On the morning of our anniver- 
sary, Mr. Helquist was to be sur- 
prised with a leather bound testi- 
monial containing the names of the 
accounts, opposite which would ap- 
pear the signatures of the customers 
who brought them in. We asked each 
customer to bring in one profitable 
commercial account. 

With only 30 days in which to 
work, the committee supplied each 
officer with a list of names of im- 
portant customers to whom he was 
(Continued on page 37) 
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ixpense-Cutting Suggestions 


Every employe a 
cost-cutting fan 

Honor roll 

Cash awards 


Thinkin g stimulated 


Thrift habits developed 


E have set up an honor roll plan 

by which employes are reward- 
ed for worth-while suggestions. These 
suggestions may fall under a number 
of different heads and they inelude 
among other things the following: 


1. Improving the quality of work. 

2. Increasing the quantity of work. 

3. Elimination of unnecessary work. 

4. Improvement of forms. 

5. Methods of increasing business. 

6. Advertising or publicity methods. 

7. Methods of giving customers bet- 
ter service and handling complaints. 

8. Methods of preventing losses. 


9. Methods of 
costs. 


reducing operating 

10. Methods of promoting cooperation, 
courtesy, and morale among em- 
ployes. 

11. Other methods of increasing the 
bank’s efficiency. 

Suggestions must be signed. No 
anonymous suggestions are consid- 
ered. Complaints are not considered 
as suggestions unless a constructive 
idea for overcoming the thing com- 
plained of is included. 


How Suggestions are Evaluated 


Suggestions are paid for in rela- 
tion to their value and no accepted 
Suggestion receives less than $1. 
Suggestions are evaluated by a com- 
mittee of two plus the 
head of department affect- 
ed by the suggestion. 

We also maintain a sug- 
gestion honor roll divided 
into three major divisions, 
so that any employe who 
displays a fair amount of 
initiative ‘should be -able 
to pass the requirements 
of at least one division. 


In addition to the mon- 
etary reward, each sug- 
gestion accepted receives 
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By H. V. PROCHNOW 


Manager Publicity and Purchasing Departments, 
Union Trust Co., Chicago 


a certain number of points. 
It requires 50 points to make 
the first division. A person 
receives $5 for making each 
one of the three divisions. 
At the end of the year, sub- 
stantial prizes are also award- 
ed: $100 is given to the employe, the 
value of whose suggestions in the 
course of the year is the greatest to 
the bank, and $50 is given to the one 
who has submitted the largest num- 
























It Can Be Done 


Almost all of us are wor- 
shippers of tradition. 


It is inherent in the very 
nature of human beings to 
continue a method merely 
because it has long been fol- 
lowed. 


Human beings are not per- 
fect in judgment, and so 
improvements can always be 
made. 


Reducing expenses is one 
of two ways to give the profit 
and loss statement a healthy 
look. 


This sentence more than 
any other quickens the pulse 
of an officer, director, or 
owner: “Expenses have been 
cut and profits increased.” 


Alert employes can find 
ways of reducing costs and 
increasing efficiency if they 
are stimulated to do so. 








ber of accepted suggestions during 
the year. 

Illustrations of what actually 
happens under such a plan will best 
demonstrate what can be done. 


Our stock room man pointed out 
that we would effect a saving in 
money and secure an even more sub- 
stantial conveyor for our remittance 
sheets when more than one or two 
sheets were deposited in any en- 
velope, if we should substitute for 
the envelope ($3.58 per thousand) 
then in use, a brown kraft envelope 
($2.57 per thousand). The change 
was made, we saved $1.01 on every 
thousand envelopes, and we use 100,- 
000 a year. The new envelopes were 
better suited to this work. 


This Idea Saved $283 a Year 


In the coupon cage we used en- 
velopes costing $7.25 per 1,000 that 
had an extra flap attached, on which 
was designated a place for the cus- 
tomer to write his name and address. 
It was suggested that an envelope 
without a flap costing but $1.50 per 
thousand be substituted and that a 
place be made on the envelope for 
the customer’s name. This was done 
with a net saving of $283:a year. 

Another employe found a way of 
handling a portion of our bookkeep- 
ing which resulted in a saving of 
$1,500 annually. In_ transactions 
between the commercial department 
and the investment department, re- 
imbursements were taken care of by 
sending a deposit ticket 
instead of a _ cashier’s 
cheek, which was much 
less expensive and took 
less time to make out. 

A girl secretary han- 
dling a somewhat involved 
routine matter discovered 
a method of doing the 
same thing whereby one 
printed form would be 
eliminated entirely. In 
addition, it saved consid- 
erable time for a mail 
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teller in the bank. When the Federal 
Reserve Bank telephones a credit 
for one of our correspondents, the 
custom had been to make out a cer- 
tain form in duplicate and send a 
copy to one of the mail tellers. The 
teller then would make out another 
form which is an advice to our cus- 
tomer, a debit against the Federal 
teserve Bank, and a eredit on the 


We need 


individual books. The suggestion 
eliminated the first form. 

A girl came to our Purchasing De- 
partment and asked for a felt chair 
pad, claiming that her dresses were 
becoming worn and shiny. A chair 
pad has merit and serves a purpose, 
but is not wholly essential and does 
not play as important a part as an 
adding machine does in a bank. We 


made this proposition: ‘‘ Somewhere 
in your department you should find 
a place where we can save money. 
When vou find it, come back to us 
and talk over the matter of a chair 
pad.’”’ 

Shortly afterward, she returned 
and showed how she had made a eer- 
tain economy possible. We bought 
the chair pad. 


More Profitable Banks 


Say 


ETWEEN 1921 and 1927 there 
were 3,124 bank failures in the 
United States. 

That was more than one failure 
a day in this period. 

Each failure brought hardship 
and distress to its community. 

Each failure lessened in a large 
degree the public confidence in bank- 
ing generally. 

During the same period, plus the 
first six months of 1927, there were 
5.784 bank charters granted. 

In a survey made in one state with 
845 banks reporting, the average-net 
profit per bank was only $1,970. 

A new day is dawning and makes 
necessary fewer, stronger, and more 
profitable banks. 

I believe this indicates that fewer 
bank charters should be granted, un- 
necessary competition discouraged, 
the elimination of weaker institu- 
tions and consolidation of the strong- 
er ones. 

It seems to me that if unit banks 
are to continue indefinitely and in- 
dividual banking is to be perpetuated 
in this country, there must be some 
change in present methods. 

Banking is an individual matter 
and our destiny as individual banks, 
as I see it, is largely within our own 
control. 

Legislation may at times be help- 
ful, but above and beyond all is the 
character of the man at the helm. 

The individual bank which is most 
successful is the one having a man- 
ager for whom no legislation is 
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s GUY E. BOWERMAN 


Mr. Bowerman, is now Vice President, 
Hibernia Securities Co. of New Orleans, in 


needed or special su- 
pervision is necessary. 
Banking, in its final 
analysis, is nothing 
more or less than a 
trusteeship. And un- 
less we are to finally 
drift toward the 
European system of 
banking which has al- 
ready gained such a 
foothold in this coun- 
try, it behooves every- 
one interested to rec- 
ognize the new con- 
ditions which exist. 
We must under- 
stand and appreciate 
that there should be 
more bankers in the 
banking business, that 
there should be fewer 
and stronger banks, 
that the general adop- 
tion of better bank- 
ing methods is im- 
perative, that greater 
eare should be exer- 
cised in investigating 
the qualification and 
fitness of those apply- 
ing for bank charters. 


There should be 
non-political banking 
boards in every state 
and there should be 
sufficient compensa- 
tion, and longer terms 
in office for bank 
superintendents. 


charge of Los Angeles Office. 
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Loans 


Profit In Fifty-Dollar 


By saving on bookkeeping detail, loans to hundreds 
of customers that would not otherwise be borrowers 
are made at a worth-while profit to the bank. 


By N. W. KINDGREN 


HERE is profit in small loans 
when the detail of handling them 
is reduced to the minimum. The 
Carolina Banking & Trust Co. of 
Elizabeth City, North Carolina, 


chandise, he can discount his obliga- 
tions to the wholesaler. The bank is 
advising merchants to close up old 
and slow accounts with notes, and fo 
place them with the bank on the 


Benefits From 
Small Loans 


made a net profit of $2,479 on 595 


loans averaging only $145 each. 

The seeret of making this profit 
lies in a simple pass book and a re- 
cord card that reduces the work of 
bookkeeping on the loan to the least 


possible amount. 


. Customer helped. 
. Goodwill built. 


onre 


so can discount bills. 


— 


accounts. 


. Merchants paid cash and 


. Merchants relieved of slow 


weekly plan. The customers who are 
disposed to pay are glad to make 
small weekly or monthly payments. 
** At first the plan looked small to 
us,’’ said an officer of the bank, ‘‘ but 
after the plan was in operation a few 
months, we found that the aceumu- 


. Commercial accounts in- 
crease in size. 

. Extra profit for the bank. 

. More customers trained 
to be savers. 


. Turnover of bank’s loan- 
able funds increased. 


or 


In the pass book, the bank writes 
the borrower’s name, and records the 
payments which go to reduce the 
loan granted him. And on the card 
a corresponding entry is made simul- 
taneously. No tickets are made out 
requiring posting at a later time, 
but a saving is accomplished both in 


lated weekly deposits which could be 
loaned again more than paid for the 
extra expense of running-the de- 
partment.’’ 

In making a loan under this plan, 
the same procedure is used as in all 
other loans, except that provision is 


“1S 


oo 


labor and supplies. 

Loans are made to ma- 
ture in from 10 weeks to 
50 weeks. Thus, on a loan 
of $50, payments are per- 
mitted at the rate of $1 
per week for 50 weeks. 
Let us suppose that some- 
one is in need of $50 to 
pay taxes. This is very 
common among the work- 
ing class, and there is 
every good reason to ex- 
pect a loan made for such 
a purpose to be repaid. 
The bank will add the in- 
terest, which at six per 
eent is $3, making the 
total loan $53 to be paid 
at the rate of $1.06 per 
week. 


Customers Save Money 


Another person needs 
new wearing apparel. By 
paying cash he ean buy 
more cheaply. The mer- 
chant is benefited for, re- 
eeiving cash for his mer- 





made that the bank has the right to 
apply accumulated week- 





ly deposits on the note. 





- 


No 2Os oO 
Name Solon Bre 





Address 42.0 Sycamore. 





Records Are Simple 


On the record card, the 
indexes are so arranged 
that a past-due payment 
is automatically shown. 
Thus a very little effort is 
required to learn who is 
delinquent and a regula- 
tion notice may be all that 








is necessary to bring the 
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The customer’s book and the bank’s record card, the only 
places where entries are made of installment payments on loans. 
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payments up-to-date. 

We should also consider 
the service which the bank 
renders to the community, 
enabling persons of meag- 
er income to settle their 
obligations in a prompt 
and business-like manner, 
keeping them clear of un- 
scrupulous money-lenders 
and preserving their self- 
esteem. This plan teaches 
the value of thrift and the 
bank has a new savings 
customer, either the 
Christmas Club or regular. 
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Expenses, profits, and profit ratio to invested capital 
for all national banks. 


j toe net profits of a bank should 
be sufficient to yield an adequate 
return to the stockholders commen- 
surate with the investment risk and 
investment desirability. They should 
be sufficient to make possible the 
establishment of ample reserves for 
the protection of the depositor and 
for serving the financial require- 
ments of the community. 

In order to determine what might 
be considered an adequate return on 
invested capital in any individual 
institution it is necessary : 

1. To determine the general position of 
the banking field as a whole, or of a 
large cross-section thereof. 

2. To contrast the effects of the dif- 
ference in the character of the business 
of individual banks and of other factors 
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Your Bank’s Chance 


Is your bank too small ? 


Does it need new sources of income ? 


Does it need more time deposits ? 


Are accounts too active ? 


Is it over capitalized ? 


which effect net 
profits. Assuming 
the same degree of 
administrative abil- 
ity, the following 
are such factors: 
a. Size of bank 
b. Source of in- 
come 
c Time 
ratio 
d. Activity of de- 
posit aecounts 
e. Ratio of invest- 
ed capital to de- 
posits. 

Detailed statis- 
ties of earnings 
over an extended 
period of years, 
are available for 
the national 
banks. They rep- 
resent a large 
proportion (about 
39 per cent) of all 
banking resources. 
Also they repre- 
sent results of 
a typical group of banks whose in- 
come is largely from interest and dis- 
count. 

The charted data re- 
flects the experience of 
all national banks, both 
from a standpoint of 
tracing the disbursement 
of each income dollar 
(expenses and profits ex- 
pressed in percentages 
of gross income) and the 
profit ratio to invested 
capital. 

These banks have 
passed through a period 
of sub-normal profits on 
invested capital, repre- 
sented by the years 1922, 
1923, and 1924 and their 


deposit 


Bank A. 


Interest and discount 
ne ee een: 


earning power again rapidly accel- 
erated commencing with 1925. 

Some of the expense ratios, notably 
salaries and other expenses, reflect 
a high degree of stabilization ; other 
groups, such as net losses, and taxes 
reflect consistent downward trends. 
The interest paid on deposits ratio 
grew to dangerous proportions, but 
a more stabilized tendency is wit- 
nessed commencing with 1926. 

The resultant of these factors is 
the net additions to profits ratio and 
this ratio reflected a relatively stabil- 
ized position with an upward tend- 
eney commencing with 1925. 

It would be difficult to find a large 
aggregate in any major division of 
industry or commerce, with the pos- 
sible exception of electric light and 
power utilities and wire communica- 
tion enterprises, which would re- 
flect the same degree of net profits 
stabilization during this period. 


How Size of Bank May Help 


The earning assets of a bank must 
be sufficiently large to derive income 
therefrom great enough to meet all 
expenses and leave a profit. Many 


Income From Interest 
and Discount 


PER CENT 
OF 
Gross 
INCOME 


99.0 


100.0 


Salaries and wages 27.3 
Interest paid on deposits 35.0 
Other operating expenses 16.0 


Total operating expenses 
III. 665 0653 és obsess ta cax 
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By H. N. STRONCK : j 





To Make A Profit 


Senior Partner, H. N. Stronck & Co., Consultants to Banks and Bankers 


small banks do not have sufficient 
earning assets to meet this condition. 
This is clearly shown by the ac- 
eompanying table ‘‘Do small banks 
have a chance?’’ showing figures for 
1,400 banks, all of them located in 
one state, and arranged by size. 


The Banks that Make a Profit 


The group of banks with earning 
assets of less than $75,000 failed to 
earn even an operating profit (profit 
before deducting net losses). Al- 
most no operating profit was contrib- 
uted by groups 1, 2 and 3. 


The groups of larger banks with 
earning assets of over $1,000,000, 
although they represented but 10.1 
per cent of the number, contributed 
50.8 per cent of the aggregate operat- 
ing profit. What remained of the 
operating profit of the smaller banks, 
was more than dissipated in losses. 


The groups of larger banks (7, 8, 
and 9) alone contributed to the ag- 
gregate net profits; these groups, al- 
though representing only 15.3 per 
cent of the number, contributed 159.4 
per cent and the other groups repre- 
senting 84.7 per cent of the number 


Bank B. Income From Interest, Discount, 
Bond, Trust, and Real Estate 


Mortgage Operations 


Interest and discount 
Other income 


Salaries and wages 
Interest paid on deposits 
Other operating expenses 


Total operating expenses 
Operating profit 
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_— of lower 

rates of yield 
from interest and 
discount, the operat- 
ing profit margin of 
purely commercial 


banks has diminished. 





Do Sinai Banks Have A Chance? 


Figures for 1,400 banks in one state to show profit 
_and loss according to total earning assets 





% OF 


EARNING ASSETS TOTAL 


No. OF DEDUCTING NET 
LossEs 





Under 
$ 75,000 to 
100,000 to 
150,000 to 
250,000 to 500,000 
500,000 to 750,000 
750,000 to 1,000,000 
1,000,000 to 1,750,000 
Over $1,750,000 


$ 75,000 
100,000 
150,000 
250,000 


WON Mormon 


— Denotes loss. 


% OF 

PROFIT % OF % NET 
BEFORE TOTAL PROFIT TO 
INVESTED 
PROFIT CAPITAL 


—4.0 —T7.60 
-—0.1 —0.10 
—13.0 —5.38 
—13.3 —2.24 
-—11.7  —0.87 
—17.3  —2.32 The profit 


12.5 2.74 Line 
31.5 4.25 
115.4 6.17 


100.0 1.63 


Where The Big Banks Gain 


“The bigger the bank, the better the chance of increased profits” 


EARNING ASSETS OF 


Salaries and wages 
Interest on deposits 
Interest on borrowed money 





of banks, depleted the 
aggregate net profits 
59.4 per cent. 

Only the last two 
groups, representing 
10.1 per cent of the num- 
ber, produced earnings 
on invested capital in 
excess of savings ac- 
count interest rates. 

The effect of the size 
factor on net additions 
to profits is more clearly 
indicated by expressing 
the various expense fac- 
tors as a per cent of 








$1,000,000 $5,000,000 oun 
$2,000,000 $10,000,000 $45,000,000 

(Percentages of gross income) 

31.16 25.30 19.39 

22.88 27.65 31.36 

1.19 0.55 

4.97 6.24 

15.86 


74.97 
3.61 


21.42 





gross income. 

The table ‘‘Where the big banks 
gain’’ represents the aggregate ex- 
perience of groups of banks, all 
located in one city, arranged accord- 
ing to size. 

It will be observed that the great- 
er the size, the greater is the ‘‘inter- 
est paid on deposits’’ ratio, but the 
lesser are the other direct operating 
expense ratios. Also, the lesser is 
the ‘‘net losses’’ ratio and the greater 
the ‘‘net additions to profits’’ ratio. 

A. realization of the size factor on 
net profits has resulted in an unprece- 
dented bank merger era in the United 
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States. The gross income of the large 
bank is so great as to make possible 
the engaging of the best administra- 
tive talent with resultant specialized 
and intensive management proce- 
dures. 

December 31, 1925, 28 national 
banks with a capital of $5,000,000 or 
more, representing only .35 of one 
per cent of the number of national 
banks, had 22.6 per cent of the capi- 
tal of all national banks, and 28.4 per 
eent of all of the na- 
tional bank deposits. 


The Sources of Income 


Because of lower rates 
of yield from interest 
and discount, the operat- 
ing profit margin of 
purely commercial banks 
has diminished. 

As a result of this 
tendency, many banks 
have developed other 
sources of income, not- 
ably bond, trust and 
real estate mortgage de- 
partments. The per cent 
of operating profit to 
gross income of such 
well-conducted depart- 
ments is usually sub- 
stantially greater than 
for commercial banking 
departments and hence 
the operating profit mar- 
gin to gross income of the 
entire institution — be- 
comes enlarged thereby. 

The accompanying tab- 
ulation shows the effect on the operat- 
ing profit ratio of the moderate devel- 
opment of other sources of income. 
Bank ‘‘A”’’ is a purely commercial 
bank for practically all of its income 
is from interest and discount. The 
commercial banking department of 
Bank ‘‘B’’ is about equal in size 
with Bank ‘‘A’”’ as to deposits and 
character of business and the operat- 
ing profit ratio of its commercial 
banking department is almost iden- 
tical to that of Bank ‘‘A.’’ How- 
ever, 20.8 per cent of the gross in- 
come of Bank ‘‘B’’ comes from bond, 
trust and real estate mortgage opera- 
tions. 


Both banks have about the same 
amount of invested capital. Bank 
‘‘A’’ earned 10.8 per cent thereon; 
Bank ‘‘B’’ 19.3 per cent. 
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The nature of the business of a 
bank is reflected by the relationship 
of time deposits to gross deposits. 
The effect of this relationship on 
profit factors is indicated by the fol- 
lowing illustration. 


Time Deposit Ratio 
The contrasted ‘‘typical banks’’ 
represent aggregates of 17 banks in 
each group. Bank ‘‘A”’ is a typieal 
commercial bank with no time de- 





posits. Bank ‘‘B’’ has a ratio of 
time deposits to gross deposits of 
more than 75 per cent, hence is a 
typical savings bank, with but a 
small amount of commercial account 
business. 


How Time Deposits Help 


Bank “A” Bank “B” 
No Time 75% Time 
Deposits Deposits 

Per cent of gross income 


Interest paid on 





ae 11.4. 46.5 

Interest paid on 
borrowed money. 2.0 0.4 
Salaries and wages 26.2 13.3 
So ee eee re 7.7 3.9 
Other expenses..... 12.4 7.4 
Net earnings ...... 40.3 28.5 
100.0 100.0 


Net earnings to 


invested capital.. 10.2 16.3 
Gross earnings to loans 
& investments ... 5.6 6.2 


A comparison of the expense ratios 
leads to the following conclusion : 

The greater the ratio of time deposits 
tu gross deposits, the greater is the “in- 
terest paid on deposits” ratio and the 
lesser the “operating expense” ratio. 

However, from a standpoint of 
earnings to invested capital, the bank 
with the high ratio of time deposits 
to gross deposits reflects 
the greatest earning 
power, for two reasons: 
1. The ratio of invested 
capital to deposits is con- 
siderably less in a time 
deposit bank than in a 
demand deposit bank. 
2. Because of the low 
reserve requirements on 
time deposits the gross 
earnings on loans and 
investments is higher in 
the time deposit bank. 


The Matter of Overhead 


The majority of banks 
have a combination of 
both time and demand 
deposits. A bank organ- 
ized and equipped pri- 
marily for commercial 
accounts has a greater 
‘‘overhead’’ than one 
organized primarily 
for savings accounts. 

Such a commercial! 
bank reaches a point of 
diminishing return on 
the net profits to gross 
income factor after the ratio of time 
deposits to gross deposits reaches a 
certain point, for the ‘‘interest paid’”’ 
ratio becomes too great. 

Banks with less than one-fourth of 
their gross deposits in the form of 
time deposits are the cheapest to 
operate. 

When the ratio rises appreciably 
above 25 per cent, the ‘‘interest 
paid’’ and ‘‘operating’’ costs rise to 
above 70 per cent of gross income. 
However, when the ratio of time de- 
posits to gross deposits rises to above 
75 per cent, the net operating profit 
ratio again enlarges. The business 
is primarily a savings account busi- 
ness and the bank may be organized 
and equipped for such business at 
much lower cost. 

If the number of transactions per 
$1,000 of deposit balance exceed a 


(Continued on page 36) 
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More Foreign Business 


By Cooperating with Customers 


TM HE foreign department 
of the bank today is’ 
very different from the 
varieties of the pre-war 
days. Relatively, it has de- 
veloped even more than the 
foreign commerce of our 
country during that period, 
because prior to the war 
and to the establishment of 
the federal reserve banks, 
the work now done in our 
own departments was to a 
great extent carried out by 
our correspondents abroad. 
It is acknowledged that 
the great war gave the 
stimulus to our impor- 
tance in the world’s com- 
merce, and not only did it throw the 
doors open for us to the world’s 
markets, but it actually pushed us 
through and heaped upon us orders 
for our products, with money to pay. 
Since that time, however, things 
have changed, and we are facing 
keen competition in almost every 
field. To hold our trade and develop 
it, therefore, requires patience and 
systematic efforts—a fact which has 
been realized by American business 
men. 


It may be justly said that our 
banks have also realized their re- 
sponsibility of cooperation, and our 
foreign departments, from a nursery 
stage prior to 1913, have developed 
into maturity with efficient systems 
for financing commerce. 

Up to the present, however, the 
majority of our foreign departments 
have been acting in a passive way. 
They are assisting in paving a smooth 
road for our commerce, but seldom 
furnish any of the motive power. 

We are equipped to furnish credit 
information on the principal foreign 
firms, are generally posted on com- 
modity prices, and in many other 
ways, are a good source of informa- 
tion for the importer and exporter. 
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By EGIL MACK 


Manager Foreign Dept., Dexter-Horton 
National Bank, Seattle, Wash. 


This experience teaches how 


—the foreign department is differ- 
ent from pre-war days. 


—competitive bids on a foreign- 
made product were secured for a 
customer. 


— foreign customers were found for 
a can-making machine. 
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These services are, of course, very 
valuable, but while they are lubri- 
eating, they are not stimulating. 
For years, an important customer 
of this bank has dealt in a commodity 
originating in Europe, and up to a 
recent date, always placed his or- 
ders with a broker in a distant local- 
ity. He considered the price quite 
fair, and the connection was of long 
standing and generally satisfactory. 
He .was rather reluctant to our 
suggestion that he approach different 
European exporters and obtain com- 
petitive offers. On our own initia- 


tive, we communicated with 
correspondents abroad, se- 
cured considerably lower 
prices from a_ reliable 
European firm, which re- 
sulted in long term, profit- 


* able contracts, and for us 
an exceedingly satisfied 
customer. 


A manufacturing con- 

cern here has developed a 

practical can-making ma- 

chine, which has been wide- 

ly adopted by the cannery 

industry. On our sugges- 

tion, and through the me- 

dium of our foreign cor- 

respondents, we have as- 

sisted in creating a demand 

for this machine also in foreign mar- 

kets where it now competes success- 
fully. 

Other instances might easily be 
cited showing that there are numer- 
ous ways in which the foreign de- 
partment may be helpful and give 
inspiration to its clients, both im- 
porters and exporters. 


Cashier’s Checks Instead 
of Check Books 


A plan that was used to some ex- 
tent before the war has recently been 
revived by some banks. Depositors 
with small checking accounts are 
given the amount in printed checks 
resembling ecashier’s checks. The 
checks are in small denominations 
and total the amount of the de- 
posits and are printed in such a way 
that they can be issued only for the 
amounts indicated. 


Thus a depositor has checks suf- 
ficient only to withdraw the amount 
of money he actually has in the bank. 
When he gives one of these to a local 
merchant, the merchant knows that 
there is money in the bank. The 
bank, on the other hand, knows the 
account will not be overdrawn. 
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American Bankers Association 


In Step With Conditions 


By MELVIN A. TRAYLOR 


President First National Bank of Chicago, President 1926-27 American Bankers Association 


ROVER CLEVELAND'S policy 
of basing action on conditions 
and not on theories has been the 
guiding principle of the American 


Bankers Association through 
more than half a_ century. 
American banking conditions 


have changed more than once in 
that time and the association has 
faced these changes responsively 
and, what is more important, 
promptly. 

The suggested reorganization 
of divisions along functional 
lines so that a progressive bank 
need no longer be forced to 
choose between associations with- 
in an association, is a case in 
point. 


Exclusiveness Disappearing 


Time was when two organiza- 
tions, both known as_ banks, 
might differ essentially, not only 
in their chartering sovereign- 
ties, but also in the kind of busi- 
ness they did and the kind they 
could not or would not do. Thus 
we had not only state and na- 
tional banks, but exclusive trust 
companies, exclusive 


savings 
banks, exclusive commercial 


banks and organizations special- 
izing in investment banking to 
the exclusion of all the other 
functions. 

The distinction of chartering 
sovereignty lost most of its force 
as a factor in banking conditions with 
the organization of the Federal Re- 
serve System and has lost practically 
all of it with the passage of the 
McFadden Act by the last congress. 
Our banking business has undergone 
changes so that today banking insti- 
tutions do not indulge as a rule in 
functional specialization. Today, for 
the majority of banks, transaction of 
more than one kind of business is an 
essential, not only to the bank which 
would adequately serve its customers 
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Member Executive Council American Bankers Association. 


but, practically speaking, to the bank 
which would continue to exist. 

So much for the conditions faced 
by Mr. MeLueas’ Committee in sug- 





gesting a plan by which the divisions 
of the A. B. A. shall not be exclusive 
but each shall include every member 
of the association who desires to be- 
long to it. 

As at present constituted the as- 
sociation offers a member bank its 
choice between belonging to one of 
four water-tight divisions, known as 
the Trust Company Division, the 
National Bank Division, the State 
Bank Division, and the Savings Bank 
Division. It goes without saying 
that the courtesies of each division 


are wide open to the members of all 
the others. But voting power, com- 
mittee memberships, eligibility to of- 
fice and practical influence, as far as 
a division is concerned, are re- 
stricted to the banks who form 
the membership of that division 
and no bank can be a member 
of more than one division. 


The Present Water-tight 
Divisions 

Consequently, the activities of 
the officer of any bank is restrict- 
ed to the division of which his 
bank is a member regardless of 
what his own activities in his 
bank are. Thus an officer ex- 
ercising trust functions in a Na- 
tional bank can hold no office 
and wield no direct influence in 
the Trust Company Division in 
whose work presumably his chief 
interest lies. This anomaly has al- 
ready led to interchange of facil- 
ities and duplication of activities 
which are as confusing as they 
are unnecessary. It has already 
produced a special trust-fune- 
tion movement among National 
banks, excluded by the organic 
system from membership in the 
Trust Company Division. 

There is some danger that the 
rigid division of banks into com- 
partments may lead to the forma- 
tion of more associations of 
banks outside of the framework 
of the American Bankers Association. 
There is already an Association of 
Reserve City Bankers which was or- 
ganized to bring together banks who 
had common interests which could 
not be taken care of because of the 
segregation into divisions on the part 
of the American Bankers Associa- 
tion. Likewise the Investment Bank- 
ers Association of America is an or- 
ganization which to some extent, 
overlaps, certain activities of the 
American Bankers Association. 


I hasten to avoid misunderstanding 
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by saying that I believe these sep- 


vestment Bankers Asso- 
ciation, but I take the 
liberty of pointing out 
that more than half of the 
members of the Invest- 
ment Bankers Association 
are operating either un- 
der state or national bank 
charters or as subsidiaries 
of deposit banking insti- 
tutions. As such they 
should participate in the 
activities of the American 
Bankers Association and 
there should be a place 
somewhere in the Ameri- 
ean Bankers Association 
for the investment officers 
of all member banks, not 
only of the 2,500 which sell 
securities, but also of the 
20,000 which buy them or 
lend money on them. 


Protect A. B. A. Unity 


Even under the most 
favorable conditions, there 
are likely to be formed 
separate associations 
which may gradually be- 
come more important to 
certain classes of banks 
than the American Bank- 
ers Association itself. 
And, obviously, there is 
some menace to the future 
of the Association in 
such movements as these 
are. 

Thus, one of the chief 
arguments for revamping 
somewhat the organiza- 
tion of the American 
Bankers Association is to 
prevent the formation of 
more and more independ- 
ent organizations. If 
























































are, may be a prelude to still further 


The Plan for Reorganization 
of the Ameriéan Bankers 
Association 


1. Leave four divisions as at present but 
make them represent the present functional 
activities of American banks. This will 
mean that the four divisions will be the 
Commercial Division, the Savings Division, 
the Trust Division’, and the Investment 
Division. 

2. Permit every member bank in the 
association to be represented, if it desires, 
in all four of these divisions. 

3. Preserve the freedom of each division 
to discuss and act on matters pertaining 
exclusively to its functions, to elect its own 
officers and appoint its own committees. 

4. Leave such special sections as the 
Clearing House Section, the State Secre- 
taries Section, and the American Institute 
of Banking Section exactly as they are. 

5. Add to the efficiency and prestige of 
certain other bodies such as, for example, 
the Federal Legislative Committee and the 
State Legislature Committee by having 
these composed of representatives from each 
of the functional divisions. This would also 
tend to cut down the number of committees 
of the various divisions which at present 
overlap to some extent. 

6. Leave the Administrative Committee 
to be constituted as at present, namely the 
president, first and second vice presidents, 
and last living ex-president of the association, 
the treasurer of the association; and the 
presidents of the commercial, savings, trust, 
and investment divisions, the American 
Institute of Banking Section, Clearing House 
Section, and State Secretaries Section, as 
well as four elective members. 





tions in states where law or custom 
arate organizations often have a dis- changes which would tend to make have created abnormal situations. 
tinct reason for being. This seems the association a more effective in- Practically every bank reporting, an- 
to me particularly true of the In- strument than at present. However, nounced a savings department, ex- 


cept in New York where 
by state law they had to 
eall them compound in- 
terest departments. Pos- 
session of trust powers 
was reported by 5,965 
banks, though not all are 
exercising them. Most 
interesting of all, 2,511 
banks asked to be record- 
ed as operating bond or 
investment departments. 

The question of timeli- 
ness is purely relative 
anyhow, and, if the ac- 
euracy of the facts just 
given be admitted, one 
may be forgiven for ask- 
ing what difference a 
larger percentage of de- 
partmentalized banks in 
the future could possibly 
make. There is nothing 
in the suggested plan to 
prevent a specialized bank 
from confining its mterest 
and activity to one or two 
of three divisions, but 
there is something in the 
present system to hamper 
the two-or-more-depart- 
ment banks from full 
participation in and full 
benefit from membership 
in the association. 

A hasty glance at the 
plan might suggest the 
possibility of more repre- 
sentation for the larger 
banks, but the very op- 
posite is the ease. At 
present, a member bank 
ean be forced by the char- 
acter of its business to 
join a numerically small 
division. This is particu- 
larly true of trust com- 
panies and savings banks. 


these were to grow sufficiently in 
strength, the time would soon come 
when the American Bankers Asso- 
ciation no longer represented the 
united strength of banking re- 
sources in this country. There would 
no longer be an effective unified body 
to act in times of crises for the banks 
of this country. Suggestions, have, 
therefore, been made to Mr. McLueas’ 
Committee which are briefly stated 
in the panel printed on this page. 

These changes, important as they 
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it is probably desirable to make haste 
slowly and not attempt too drastic 
a reconstruction of the association. 

A survey of American banks to 
determine how many are exercising 
more than one of the four functions 
recognized in the proposed plan 
proves clearly the desirability of ac- 
cepting most of the changes. Not 
one of the twenty odd thousand in- 
stitutions reporting disclaimed com- 
mercial banking activity except mu- 
tual savings banks and trust institu- 


Abraham Lincoln was asked after 
the Civil War whether it was Sher- 
man or Grant who dictated the 
march from Atlanta to the Sea. He 
replied that after talking to them 
both he was. inclined to agree with 
both of them on the subject. The 
Confederate Army dictated it. And 
it is certainly the basie objectives 
required of American banks as a 
whole which dictate to the members 
of the American Bankers Association 
eareful thought on this plan. 
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_ for disobeying the order. 





Is Your Bank Liable? 


Practical questions of law 
that ma y come up any da y 


For A Deposit Outside The Bank 


Q. Is a_ bank liable for the loss 
of money alleged to have been given 
for deposit to a bookkeeper in the 
employ of the bank while outside 
the bank? 

A. No. By giving the book- 
keeper the money, the customer 
made the bookkeeper his agent. A 
bank is not supposed to receive 
money for deposit other than at its 
place of business. 


For Paying Post-Dated Checks 


Q. Does a bank take any risk in 
paying a post-dated check before its 
date? 

A. Yes. The bank takes the risk 
of the drawer stopping payment be- 
fore the date, or of the money being 
withdrawn before such date. A post- 
dated check is not chargeable to a 
customer's account until its date. 


On Stop-Payment Orders 


Q. <A customer issued a stop-pay- 
ment order. The check was not pre- 
sented until six months later, and the 
bank inadvertently paid it. Is the 
bank liable? 

A. Generally speak- 
ing, a stop-payment or- 
der is not limited as to 
time, and the fact that 
six months elapsed be- 
fore the check was pre- 
sented would not relieve 
the bank from. liability 


For Payment U pon 
Verbal Order 


Q. Is a bank bound 
to honor a verbal order 
given by a depositor for 
the payment of money to 
a third party? 

A. No. The bank 
may, or may not obey 
such an order. However, 
it is not prudent to ac- 
cept such orders because 
of the difficulty in prov- 
ing them if a dispute 
thereafter develops. The 
safer practice is to have 
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Notes made for the purchase of articles 
that may prove unreliable. 


orders for money payment in writinz. 


For Its Pres'dent Accepting Bonuses 

Q. A _ bank president collects 
bonuses upon loans which exceed the 
legal rate of interest, and retains 
such as his individual property. 
Does this render his bank liable for 
usury ? 

A. There is not much authority 
on this question, and the holdings 
are not in accord. In Oklahoma, acts 
similar to those described were held 
to render a bank liable for usury. In 
Illinois on similar facts, findings 
were made in favor of the bank. 


For Mistakes On Deposit Slips 

Q. A receiving teller by mistake 
issued a deposit slip for $170, when 
the customer actually deposited but 
$70. Is the bank entitled to prove 
that only $70 was received, or is it 
conclusively bound by the recital on 
the deposit slip? 

A. By the weight of authority, 
deposit slip and pass book entries do 
not constitute written contracts, but 
only prima facie evidence that the 
bank has received the amount stated. 


Notes I Would Not Discount 


By M. E. TATE 


Vice President and Cashier, Security State Bank, 
ceckuk, Iowa 


Notes presented by strangers no mat- 
ter how well the signers may be known. 


Those made by persons who can not 
possibly pay them. 


Those secured by mortgages that it is 
certain must eventually be foreclosed. 


Accommodation notes. 
Notes made to pay unfair debts. 
Notes made to pay disputed debts. 





By LESLIE CHILDS 


Under this rule, the bank would have 
the right to show the circumstances 
surrounding the making of the de- 
posit in order to prove its contention 
as to the amount received. 


For Paying Check Of Insane 
De positor 


Q. Isa bank liable for loss caused 
by paying the check of an insane de- 
positor ? 

A. Generally speaking, the in- 
sanity of a depositor revokes the 
bank’s authority to pay his checks. 
If then, a bank pays, with knowl- 
edge of the depositor’s infirmity, it 
does so at its peril. However, by the 
weight of authority, though there 
are some exceptions, a bank will not 
incur liability in such a situation if 
it pays such checks at a time when it 
had no knowledge of its depositor’s 
insanity. 


For Certification Over Telephone 


Q. The holder of a check tele- 
phoned a bank, and asked whether it 
would pay the check. The bank re- 
plied that the check was good for the 
amount stated, but be- 
fore the check reached 
the bank the drawer 
stopped payment. Is the 
bank liable on this ecer- 
tification of the check? 


A. No. The bank is 
not liable for certifica- 
tion by telephone, be- 
cause under the Nego- 
tiable Instrument Law 
an acceptance must be in 
writing to bind the bank. 


For Paying A Raised 
Check 


Q. Is the paying tell- 
er of a bank personally 
liable for loss caused by 
paying a raised check? 

A. Generally speak- 
ing, no. But if in pay- 
ing the check the teller 
was guilty of gross neg- 
ligenee, personal liabil- 
ity may attach. 
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HE modern bank 
sarily demands more real 
service from its board mem- 
bers than was true when the 
business of our country was 
of much smaller volume, and 
banks therefore were fewer, 
and competition less insistent. 
Today the directors in a 
virile, aggressive bank are re- 
quired not only to attend 
meetings and hear about the 
bank’s activities, but they 
are expected also to actually 
participate in those activities. 
The board of directors of 
the Hibernia Bank & Trust 
Co. of New Orleans is organ- 
ized to afford intimate and 
constant cooperation with the 
executive officers in directing 
and supervising the operation 
of the bank. The board fune- 
tions according to the follow- 
ing program : 


neces- 


twice a month, 
and special meetings as needed. 
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1. Regular meetings 


Regular meetings of the executive 
committee twice a week. 

3. Monthly meetings of the committee 
on trusts and trust estates. 

4. Examinations of the bank by the 
board of directors four times a year. 


The first board meeting of the 
month is a ‘‘review’’ conference, 


where all of the major business that 
has been transacted by the bank dur- 
ing the preceding four weeks is re- 
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By FRED W. ELLSWORTH 


Vice President, Hibernia Bank and Trust Co., New Orleans, La. 





Working Schedule of the 
Hibernia Board 


1. One entire meeting devoted to a 
review of the month’s business. 

2. A second monthly meeting used 
exclusively for planning to increase the 
bank’s business. 

3. Business conditions for the com- 
munity reviewed in a monthly round 
table discussion. 

4. Directors assigned to call on new 
business prospects. 

5. Board members rotate in meeting 
with executive committee. 

6. Board members act as a 
committee and review monthly 
trust relationships of the bank. 

7. Board members make a complete 
examination of assets quarterly. 

: 


trust 
the 


viewed, discussed, and approved. 


The second monthly meeting, held 
in the evening, is devoted to the con- 
sideration of business extension, the 
general and specific activities of the 
bank, and a discussion of prevailing 
business conditions as they affect the 
community in general and the bank 
in particular. 


The president gives a resumé of 
what has taken place in all the de- 
partments. 


This is followed by a round-table 





discussion which is_partie- 
ipated in by all the members, 
each giving his own concrete 
impressions of prevailing con- 
ditions from the standpoint 
of his own particular business. 
This means that 12 times a 
vear, the bank obtains from 
a group of 30 outstanding 
business men a comprehensive 
and reliable picture of current 
conditions. 

To illustrate how diversified 
are the viewpoints from which 
this commercial picture 
painted, here are the various 
business lines represented on 
the board: cotton, hardware, 
sugar, law, lumber, dry goods, 


is 


grain and hay, contracting 
and building, shipbuilding, 


life insurance, wholesale salt, 
wholesale groceries, hotel 
tianagement, railroads, ex- 
port grain, machinery and mill sup- 
plies, sand and gravel, wholesale 
fruit, department store merchandis- 
ing, shipping, indemnity insurance, 
foreign trade, and investment bank- 
ing. 

Following this ‘‘experience’’ meet- 
ing a full hour or more is devoted to 
the diseussion of plans for develop- 
ing the business of the bank, one out- 
standing feature of which is the as- 


signment of specific new-business 
prospects to the members of the 
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board, who later make their reports 
to the new business department. 
As the direct result of this worth- 
while plan, valuable accounts are 
constantly being obtained by mem- 
bers of the board. For example, a 
large and well known corporation 
domiciled in another city but which 
transacts a great deal of business 
in New Orleans, was repeatedly 
approached by several of our 
directors over a period of 
three or four years, and ap- 
parently with little promise 
of success. Finally one day 
a local official of this corpora- 
tion walked in with one of our 
directors and opened an ac- 
count with an amount which 
ran well into five figures, and 
which has been increased since 
to six figures. Needless to 
say that this account probably 
never would have come to us 
had it not been for the per- 
sistent and intelligent work 
of our directors. Scores of 
such instances could be cited. 


The Executive Committee 


An executive committee is 
empowered to function dur- 
ing the intervals between 
board meetings. So that all 
the members of the board may 
participate personally in the 
meetings of the executive com- 
mittee, at least two members 
who are not on the executive 
committee are invited to each 
committee meeting. Thus, in 
the course of the year, each 
member of the board, in ad- 
dition to attending the 24 
board meetings, attends a 
minimum of 12 meetings of the ex- 
ecutive committee. 

At these meetings, the current busi- 
ness of the bank is reviewed, and con- 
firmed, policies discussed and deter- 
mined, dividends recommended, open 
and secured lines established, and 
large loans authorized. ' 

The committee on trusts and trust 
estates, which is composed of mem- 
bers who are experienced in legal and 
fiduciary matters, meets once a 
month and considers with punctilious 
eare various important details with 
reference to the accounts that are 
handled in our trust department. 

It is sometimes carelessly asserted 
that ‘‘corporations have no souls,’’ 
and perhaps there have been in- 
stanees where this accusation was 
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correct. It is not true, however, of 
trust companies who are charged 
with the responsibility of handling 
the sacred and confidential relations 
that obtain with trusteeships, guar- 
dianships, executorships, and other 
similar fiduciary appointments. 

For example, one of the functions 
of a trust department is to make 
investments of funds left in its care. 
When the selection of the specific 


To Avoid Bad Management 


Select directors who will— 


1. Select the right men to run the 
bank. 

2. Extend to them active support 
and cooperation. 

3. Insist on strict compliance with 
the law, and every reasonable pre- 
caution and protection tending to 
safety. 

4. Utilize their business standing, 
prestige and personal influence for 
the purpose of adding to the business 
of-the bank. 

5. Sound warnings in the matter 
of credits as they accumulate infor- 
mation in their own daily expe- 
riences and their particular lines of 
endeavor. 

6. Catch the ‘‘slant’’ or attitude 
of the publie towards the bank and 
report at regular meetings. 


CRAIG B. HAZELWOOD 


Vice President, American Bankers Association 
Vice President, Union Trust Co., Chicago 





security rests with us, our committee 
on trusts and trust estates exercises 
the same eare in the placing of these 
trust funds as they do in the invest- 
ment of their own personal savings. 


A Human Interest Case 


At a recent meeting of the com- 
mittee, there came up for considera- 
tion the case of an interdict whose 
modest financial affairs have been 
handled by our trust department for 
a number of years. During the dis- 
cussion it developed that a small sun 
had accumulated to the credit of the 
interdict, and although our trust de- 
partment makes it a point to keep 
continuously familiar with her physi- 
cal and mental condition, a represen- 
tative of the department was in- 





structed to make an immediate per- 
sonal investigation. 

Investigation showed that she had 
not a single unsatisfied want, except 
that a few days before she had ex- 
pressed a desire for a ‘‘private’’ 
rocking-chair. One was purchased 
and sent out to her at once; and the 
matron tells us that her patient is 
enjoying it enthusiastically during 
most of her waking hours. 

Simple and homely? Yes. 
But very human, and directly 
contradictory to the ‘‘soulless 
eorporation’’ idea. And the 
modern trust company is full 
of similar instances. 


Directors Make Examinations 


Four times a year special 
committees of our board make 
a full and complete examina- 
tion of our assets, which in- 
eludes particularly: ‘Cash on 
hand, the portfolio in our 
loan department, everything 
held by us for account of the 
customers in our trust de- 
partment, bonds and other 
securities. 

Reports of these examina- 
tions are submitted in detail 
to the entire board, and by 
them considered. 

In the good old days, when 
banks were much smaller than 
they are today, perhaps it was 
not so important that bank 
directors should actually 
direct. In many instances 
directors were selected merely 
because they were prominent 
and honorable figures in the 
community, and their duty 
seemed to be confined to oe- 
casional visits to board meetings and 
the collection of the usual gold piece. 

Today, however, things have 
changed, and a director who is en- 
titled to hold his job must be closely 
familiar with the policies of his in- 
stitution, the general character of 
his business, and the manner in which 
it is operated. 

In too many instances banks have 
failed because their directors were 
unfamiliar with conditions within 
the bank. 


Green, the historian, tells us that 
the world is moved not only by the 
mighty shoves of the heroes, but also 
by the aggregate of the tiny pushes 
of each honest worker.—Helen Kel- 
ler. 
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“Let me suggest a first step in advance of that,” said Bill, rising and smiling 


the smile that had won him many good things and is still doing it. 


“Suppose I 


first ferret out every cent that can be cut out—every one that isn’t necessary and 
reduce the bank’s advertising to indisputably good items before recommending a 


single addition?” 


“‘Now you’re talking sense,’’ smiled the president, who loved waste-cutting 


next to his family and his religion. 
begin too soon.” 


HEN William W. Wilson—you 

generally called him Bill after 
the second meeting—announced his 
employment by the Gibraltar Na- 
tional he was envied by some and 
pitied by others. 

His relatives seemed rather proud 
of his new connection and his profes- 
sional friends—lawyers, doctors, 
clergymen and engineers—treated 
him with a new respect. But it was 
different with the little knot of sales- 
managers, advertising men and pub- 
lishers’ representatives with whom 
he usually took luncheon. . 

‘*Listen,’’ said Roy Vernon, ‘‘I’ll 
sketch Bill’s banking career for you 
fellows before the plates are changed. 

‘Bill will get a desk at the Gibral- 
tar National and a set of absolutely 
accurate records to keep on the 
heaviest and finest of ledger paper. 
He’ll keep ’em, after a few weeks of 
practice, as beautifully as possible. 
And he’ll go on keeping ’em for the 
rest of the chapter. 


What Bill’s Friends Predicted 


‘*Advancement? Oh, he’ll get 
that all right. It’ll be slow but sure. 
Fifteen or 18 years from now, when 
he’s a bit gray around the temples, 
a bit bleary in the eyes, a bit round- 
shouldered and just slightly tremble 
fingered, old man Moderwell will send 
for him and say, ‘Mr. Wilson, we’ve 
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““Now you’re on the right track and you can’t 


watched your work for quite a while 
now and we’re pleased with it. Yes. 
on the whole, we’re satisfied. You’ve 
been faithful and upright and de- 
pendable and regular. You’ve 
earned some recognition from the 
Gibraltar National and you’re going 
to get it. When the board meets 
this afternoon you are to be elected 
seventeenth assistant cashier. Of 
course, your duties will be just the 
same as before and—er—there will 
be no immediate change in your—ah 
—salary. But here’s a key to the 
officer’s lavatory!’ ”’ 


Bill’s First Conference 


Bill grinned as the laugh went up 
at his expense, but he couldn’t help 
wondering (this was in 1911, remem- 
ber) why he was the first man of his 
own kind in his experience to go into 
banking. He couldn’t help casting 
his mind over the men of his age 
whom he’d met in banks and—won- 
dering. 

Naturally, he had this thought 
with him when he went back to the 
bank for his first real conference 
with ‘old man Moderwell,’ the presi- 
dent. 

He couldn’t help thinking how 
casually he had been offered the 
chance of this position and how 
casually he had accepted it. Neither 
he nor Mr. Moderwell, he reflected, 


Bill Wilson 
Breaks 


Into 


Banking 


Every bank needs 
a business man just 
as every business 
needs a banker 


By R. E. PORTER 


had given any really intelligent 
study to the suitability of man for 
job or job for man. 

Vice President Larson, engaged in 
‘working out’ the affairs of the Ven- 
ables Office Furniture and Equip- 
ment Manufacturing Co. had met 
Bill Wilson seven or eight times and 
talked advertising and sales expenses 
with him. When that embarrassed 
organization was finally sold to the 
Marsden people of Cleveland he had 
asked Bill to come and see Mr. 
Moderwell at the bank. 


Mr. Moderwell had said that Mr. 
Avery, the cashier, wanted to be re- 
lieved of the advertising and new 
business work and that possibly a 
place could be made for Mr. Wilson. 
The salary would be less than what 
Venables had been paying but ‘‘as 
you learn banking and show results, 
you ean, perhaps, be taken better 
eare of.’’ 


How Long It Takes To 
Learn Banking 


‘*How long do you figure it ought 
to take me to learn banking?’’ Bill 
had asked. 

‘That depends on yourself,’’ re- 
plied Mr. Moderwell, ‘‘but, of 
course, you'll not be expected to 
operate as a practical banker—just 
to know the proper ways to avoid 
mistakes in what the advertisements 
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say and to eall on people perhaps, 
who ought to come in and discuss 
their banking needs with a vice presi- 
dent.’’ 

‘“‘That sounds simple, sir,’’ said 
Bill, ‘‘but about the results, now—’’ 

‘“We'll have to see how things 
turn out,’’ replied the president. 
‘*Personally, I’ve nevér seen how 
advertising and strong-arm sales 
methods can work in banking— 
though they may be all right in mer- 
cantile businesses—but some of my 
associates think differently and I’m 
open minded.’’ 

Perhaps it was this challenge more 
than anything else that had ‘sold’ 
Bill on the desirability of taking a 
cut in earnings to get a position with 
the Gibraltar National. 





The President's First 


Instructions 


Now after three days at the bank, 
spent mostly in shaking hands with 
men who remembered his father, he 
reported to Mr. Moderwell for his 
first definite instructions. 

‘*What I want you to do first,’’ 
said that gentleman, ‘‘is to cut our 
advertising expenses—they’ve been 
getting far too high.”’ 

‘How high ought they to be for 
a bank of this size?’’ 

Mr. Moderwell looked 
at the ceiling and made it 
plain that he didn’t know, 
but, like most of us, he 
didn’t care to announce 
that fact in so 
words, so he 
with this: 

‘‘Haven’t you been in- 
vestigating that question, 
Mr. Wilson? I should 
think that would have 
been your first thought.”’ 

As a matter of fact, 
Bill hadn’t been investi- 
gating any such thing, 
but he came back with: 


many 
countered 


‘*No sir, I haven’t in- 
vestigated it sufficiently 
to make a definite recom- 
mendation as to this bank. 
But I have reduced it to 
a very simple problem and 
when the answer to that 
is given in figures the 
other answer will be just 
as definite. How much 
per annum ought $1,000 
to earn?”’ 
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‘*We-e-ll,’” was the president’s 
answer, ‘‘that depends on a num- 
ber of things—prevailing money 
rates, the part of the country you’re 
in, the length of time of the invest- 
ment, the nature of the loan, the 
character of the borrower, the class 
of the security. Do you mean a busi- 
ness investment or a bank loan ?”’ 


Bill Answers The Question 


‘*T mean,’’ said Bill, ‘‘that searce- 
ly any two banks are alike on the 
question of proper advertising ap- 
propriation. It depends on the pre- 
vailing rates for advertising space, 
service and material—the part of 
the country you’re in—whether 
you're in a big city or a small town 
—the nature of bank service you're 
offering—the recognition you al- 
ready have—the amount of new busi- 
ness you're prepared to handle—the 
character of your policies—the time 
in which you expect results—and 
that’s less than half of it.’’ 

Mr. Moderwell showed some im- 
patience. ‘‘All right, when you’re 
ready to recommend an annual sum, 
Ill look over your report on the 
propriety of it—item by item.’’ 





‘*Let me suggest a first step in ad- 
vanee of that,’’ said Bill, rising and 


Kwitchurworry 


Banker Scroggs worried over expenses—he 
died young. 


Smothers worried because his building was 
too small—he lost his job for not building 
a new one. 


Andruse worried because a teller couldn’t 
pay back his defaleations—Andruse is now in 
jail. 


Hennady worried because the First Na- 
— took half his customers—his bank is 
closed. 


Oochey worried because he got no new 
accounts—he lost half his old ones. 


Inbad worried about his frozen paper— 
the examiner made it hot for him. 


Furback worried because his books were 
antiquated—the bank now has a new 
cashier. 





smiling the smile that had won him 
many good things and is still doing 
it. ‘‘Suppose I first ferret out every 
cent that can be cut out—every one 
that isn’t necessary and reduce the 
bank’s advertising to indisputably 
good items before recommending a 
single addition ?’’ 

‘‘Now you’re talking sense,” 
smiled the president, who loved 
waste-cutting next to his family and 
his religion. You’re on the right 
track and you can’t begin too soon.’ 

In the next issue, Mr. Porter will tell about 
Bill's first officer's meeting in which he is told 


pretty definitely that anything he tries to do 
will get him fired. 


Facts, Not Opinions 


By EDWARD A. FILENE 
President, Wm. Filene’s Sons Co., Boston 


In the future, most of the profits 
will be made by those business men 
who substitute facets for opinions as 
a basis for their policies and deci- 
sions. ‘‘Profitless prosperity’’—a 
phrase often used to deseribe the 
condition of American business dur- 
ing the past few years—is not strict- 
lv accurate. There have been plenty 
of profits, but the large profits have 
been made by the few. Forty per 
cent of all manufacturing concerns 
have lost money or barely broken 
even. Most of the others have made 

but little. 

In 1925, the last year 
for which complete fig- 
ures are available, one- 
fifth of one per cent of 
our corporations made 52 
per cent of the total profit. 
For each dollar made by 

* these large and successful 
companies, some less-well- 

managed concern lost 22 

cents. 

Even more striking is 
the fact that 95 manufae- 
turing corporations—only 
one-fiftieth of one per 
cent of the whole—made 
45.5 per cent of all the 
profits in their particular 
branches of industry. 

More recent figures, 
while incomplete, indicate 
that the lion’s share of the 
profits is still going to the 
large scientifically-organ- 
ized businesses. 

The business leaders of 
today who will survive as 
the leaders of tomorrow 
will of necessity be open- 
minded, adaptable men. 
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New Horn-looting Ads | 


Attract Attention 


Convey Information 


Develop Confidence. 
Build Good Will 


Bring New Customers 


O IDENTIFY 
your bank 
with community 
interest and wel- 
fare is, perhaps, 
the most effective 
method of setting 
it off from others. 
This plan lends 
itself to elabora- 
tion in a number 
of different ways. 
One adaptation of the idea has re- 
cently been developed by the Secur- 
ity Trust and Savings Bank of Los 
Angeles. 

This bank’s advertisements, ex- 
amples of which accompany this ar- 
ticle, are constructed with certain 
constant features (to secure 
continuity) and certain vari- 
able features (to supply new 
interest in each ease). Each 
advertisement points to the 
importance of the bank in 
the community. 


STEADY AND 
CONSISTENT 
GROWTH 
Siiumanana | 


AROURCES OVER Homcm.aee 


The constant feature of 
the advertisements is in the 
eonstruction. In the upper 
half of each is a solid black 
square. Within the black 
square is placed a graphic 
chart with white background 
and black lines. 


Below the chart, also inset 
in the black, is a white panel 
explaining the data upon the 
chart in a few words. 


In the lower half of the 
advertisement appears a slo- 
gan expressing in as few 
words as possible, the single 
idea illustrated by the chart. 
Beneath the slogan is print- 
ed the signature of the 
bank and its total resources. 
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Numerous motives suggest them- 
selves for such advertisements. The 
growth of the ‘bank itself may be 
charted as follows: In deposits, in 
aggregate resources, number of ac- 
counts, volume of loans, savings de- 
posits, commercial deposits, safe de- 
posit boxes rented, amount of inter- 
est paid depositors, and so on. 

Another series may show these 
items compared with all other banks 
in the city, or with the bank’s closest 
competitors in the district. 

Still another series may place in 
comparison the rate of growth of 
your bank and the growth of the 
community itself in such things as 
bank clearings, bank debits, postal 
receipts, and many other items. 


Advertising Maxims 


LEARNESS is more important 
than any other element in 
advertising copy. 


Good advertising is written 
only by the man who interests 
himself in the welfare of cus- 
tomers. 


Bank advertising is a job for 
a salesman of the highest class. 


Inspiration is probably more 
important than conviction in 
bank copy. 


The same story must be told 
over and over again, but there 
are a million ways to tell it. 








By J. R. DOUGLAS 


Assistant Vice President Security Trust & 
Savings Bank, Los Angeles. 


As appealing to 
the eye as well as 
the intellect, and 
yet, withal, pre- 
serving the ele- 
ment of dignity 
which stands so 
high in the bank- 
er’s_ estimation, 
this form of ad- 
vertisement is re- 
garded as a favor- 
able device in bank advertising. 


A final advantage is the possibil- 
ity of repetition. Each series may 
be run in rotation, with modification 
of the charts from time to time as 
later data becomes available. Thus 
the series may be used indefinitely. 





Cheaper Mailing Pieces 


W. E. Brockman, Adver- 
tising manager, of the Minn- 
esota Loan and Trust Co. 
of Minneapolis has devised 
a plan which greatly reduces 
the cost of mailing pieces. 

He spends his money on 
the designing of newspaper 
ads, making these the very 
best possible. Then, he re- 
prints each in a folder with 
little additional copy and 
thus gets a fine mailing piece. 
The idea saves money and 
adds to the distribution. 

A person who has seen the 
advertisement in the news- 
paper, gives more attention 
to it when he receives it as a 
mailing piece. The thought 
is presented to him a second 
time and if he was not moved 
to action when he read the 
advertisement in the news- 
paper, the latent impulse is 
revived and the general effect 
is profitable to the bank. 
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7 ROM the standpoint of public 

relations, perhaps the greatest 
value to be gained by a new building 
is to give the bank individuality. 
Banks sometimes become known as 
‘*The bank with the clock,’’ ‘*‘The 
bank with the tower,’’ ‘‘The bank 
with the stained glass window,’’ and 
so on. 

In planning our new banking 
room, our purpose was to make it 
known as the Marine Bank, and so 
we had our architect create a de- 
cidedly marine atmosphere both in- 
side and out. The reason for this, 
of course, was to tie-up with our 
name. 

We secure the nautical atmos- 
phere on the outside by means of 
three medallions placed in the wall 
in line with the name plate above the 
door. Each of these medallions is 
the head and shoulders of a sailor of 
the old type. 

As the customer or prospect enters, 
he begins to feel the ocean breeze, as 
it were, and the smell of salt water. 


Buildin 
Eight ideas 


for modern bank 


buildings 









¢ Features Give 


Italian architecture 
Marine spirit 


Historical motif 


ters in front of the tellers cages. 

He is attracted next 
by the distinctively 
marine chandeliers. A 
large shade in the cen- 
ter of each chandelier 
has maps of the vari- 
ous continents paint- 
ed on it, giving it the 
form of a geograph- 
ical globe. The chan- 
delier is supported by 
chains which are at- 
tached to bronze sea 
horses. A wave effect 
is produced in the 
bronze circle that sup- 
ports the frosted light globes and on 
top of this are four old time sailing 
vessels. 

It is very beautiful and is without 
doubt distinctive. It is the type of 
feature that is sure to produce word- 
of-mouth advertising for a bank. 








The general appearance of the interior indicates more spaciousness than is really 


there. t 
The officers’ quarters are at the right. 
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The mezzanine floor over the vault helps to make an attractive picture. 


Mural decorations 


He first is attracted by the flash of 
the lights in 12 miniature lighthouses 
that decorate the tops of the pilas- 





A unique marine chandelier. 





The general effect of the banking 
room decorations as a whole is Ital- 
ian. This style of decoration was 
selected on the theory that Italy 
fostered the world’s 
greatest mariners. 
Italian architecture is 


followed throughout: 
and is_ especially 


prominent in the 
beamed ceiling, elab- 
orately ornamented in 
Italian Renaissance 
style. The decorations 
are, we believe, a per- 
fectly balanced color 
scheme in brown, blue, 
red, black and gold. 

There are three 
main supporting 
beams showing in the banking room 
and each of these is decorated with 
a mural painting, each detail of the 
rich background illustrating an his- 
torical motif. 

The walls are textured and fin- 
ished in harmonious tones carrying 
out and balancing up the ceiling 
scheme. 

At the rear of the banking room, 
a mezzanine floor is featured. This 
is above the safe deposit vault and 
was placed there both as an archi- 
tectural feature and as a space into 
which our working foree may expand 
when necessary. 

This mezzanine becomes a feature 
through the use of a specially de- 
signed bronze railing and harmoniz- 
ing decorative panels. 

As the customer approaches the 
wicket, he is further impressed with 
the marine atmosphere obtained by 
using a life preserver in bronze above 
the teller’s window supporting a num- 
ber. The front of the cage is clear 
glass, giving a perfect vision for 
both the teller and customer. 

Both the wickets and pilasters are 
made of medium statuary bronze, 
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This Bank Individuality 


Nautical chandeliers 


Clear glass screens 


By P. C. REHRAUER 


1 
I riendly atmosphere Assistant Cashier. Marine Bank & Trust Co., Houston, Texas. 


Mezzanine featured 


each pilaster supporting a miniature 
lighthouse illuminated by an elee- 
tric flash. There is no bronze along 
the top of the glass. This adds del- 
icacy and helps a great deal to carry 
out the general scheme of beauty 
along with utility. 

The inside counters are finished in 
laminated battleship linoleum, pol- 
ished and treat- 
ed with acid- 
proof varnish to 
prevent glare 


from the sur- 
face. 
The officers’ 


quarters are en- 
closed by low 
rails of Tennes- 
see marble of a 
gray tone, slight- 
ly veined, rest- 
ing on a dark 
base. The fix- 
tures and wood- 
work are gen- 
uine American 
Black Walnut. 

T he officers’ 
quarters are at 
the front of the 
bank, a private 
room being pro- 
vided for consul- 
tations. 

The wickets 
occupy the cen- 
ter of the room 
at one side and 
the safe deposit 
vault and the 
cash vault oe- 
cupy the rear of 
the room. 

The entrance to the safe deposit 
vault is a little unusual in that the 
vault door is not visible to the gen- 
eral public. 





Mural decorations 
on one of the ceiling 
beams are made 
with a marine motif 


The entrance to the vault space is 
made through a bronze gate the vault 
door itself thus not being used as 
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The ceiling is Italian. 


colors carefull 
black and gold. 


an architectural feature. The vault 
is, however, made of the latest type 
of material and is said to be im- 
pregnable to torch and drill. 

It is our bank’s ambition to be- 
come the most elaborately appointed 
bank in the state and what I have 
just deseribed is only a start, for we 
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The clear glass screen in front of all tellers is attractive. 





Kim tere omtee 
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This style was chosen because of the fame of Italian @ 
seamen in the development of ocean shipping. 


The decorations are in bright 


blended by expert decorators. The colors are brown, blue, red, 


are occupying only a part of our 
banking room now. We purchased 
a large office building and have in- 
stalled our banking room in that 
part of the ground floor that is im- 
mediately available. As soon as the 
lease. expires on the corner store, 
the bank will occupy that also. 


Bie B. |e ———- 


The small lighthouses 


on the pilasters beside the wickets have lights that flash. 
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I. If I were in a different line of 
business, would my bank’s advertis- 
ing lead me to prefer it to competing 
institutions ? 


2. Does my advertising win fa- 
vorable comment from those whose 
opinions I value? 


3. Does my newspaper advertis- 
ing tell of my bank’s facilities and 
service as convincingly and in as in- 
teresting a way as I would, person- 
ally, in conversation with a prospec- 
tive patron whose business I particu- 
larly desired ? 


4. Do my booklets and other 
printed matter reflect the personality 
of the bank in text, phraseology, de- 
sign and layout? 


5. If I received one of the letters 
we are sending out, would its appeal 
be likely to bring me into the bank? 


6. Does my advertising reflect 
correctly my bank’s position in the 
community or the part it has played 
and is playing in the business and 
personal life of the community ? 


7. Am I getting the cooperation 
which I would liké, and which I feel 
I have a right to expect, from my di- 
rectors and stockholders? If not, is 
it their fault, or my own? 


8. Have I been systematic in my 
efforts to develop in my employes a 
realization that they are not just 
clerks, but rather salesmen and sales- 
women who have a direct and per- 
sonal interest in the progress of the 
institution ? 


9. Have I shaped my advertising 
in recognition of the fact that the 
largest volume of profitable new 
business is to be obtained from my 
customers and through their coopera- 
tion? 


10. In my efforts to build up in- 
active and unprofitable accounts now 
on the books, have I remembered the 
collateral value of the good will of 
these patrons? 
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Suggested Self-Analysis 


for Advertising Bankers 


By FRANCIS R. MORISON 


Financial Advertising Counsel, Cleveland 





Check yourself on these 
14 points and you will 
find yourself developing 
constructive plans for the 
growth of your bank. 


11. Have I recognized fully how 
valuable favorable publicity is to the 
bank, whether in the form of news 
stories, signed articles on banking or 
business topics, or addresses deliv- 
ered by members of my staff before 
business, civic or other groups? 


12. Am I turning to my bank’s 
advantage the publicity opportun- 
ities afforded by events of local or 
national importance? 


13. Am I prone to judge my ad- 
vertising by the number of accounts 
it produces or by the aggregate of 
worth-while business it places on the 
books ? 
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Ever A New Day 


ONE are the Indien trails where trod the moccasined 
feet of lordly tribes end in their stead stretch unrolled 
nibbons of highweys, teeming with the White, the Black 

the Yellow race with only an occasional Red man to 
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Gone is the old time country doctor, the little red school 
house, the old swimming hole and, most tragic, the old time 
s, could under- 


to 
dey created for you — the 
Trust Department of « recognized benk 





The Central Manufacturing District 
Bank of Chicago publishes on one page 
of its printed statement an advertise- 
ment for its trust department, under 
the caption ‘‘ Ever a New Day.’’ The 
page is reproduced here. 


14. Do I think of my advertising 
as an expense, or have I learned to 
regard it as an investment, and to go 
about it accordingly ? 


The most casual consideration of 
these 14 points will reveal that the 
first and the last of them are the 
most important—‘‘ Would my adver- 
tising appeal to me if I were not a 
banker?’’ and ‘‘Do I regard it as 
an investment or just as an ex- 
pense ?”’ 

D. D. Kimmel, president of the 
Midland Bank, Cleveland, Ohio, sug- 
gested these points in his article, 
‘The Latchstring is out to Profitable 
Accounts Only’’ in the October issue 
of THE BANKERS MONTHLY. 

He was describing how his institu- 
tion had obtained a $700 balance for 
savings accounts and a much higher 
balance for checking accounts, and 
he wrote :— 


“We have gone on the theory that tell- 
ing people they should have bank ac- 
counts is not enough; that they should be 
told why they should have accounts with 
our particular bank. Our experience 
persuades us that any financial institu- 
tion will obtain a far larger volume of 
profitable accounts by intimating that a 
man’s patronage is worth having - - -” 


How to Tell ’em 


Here is a quotation from a house 
organ of the Joseph M. Vigliotti 
Bank of Detroit: 

“Checks, deposit slips, pass-books, 
clerical work, bookkeeping, safeguarding 
funds, ete.—every detail of bank service 
costs something. 

“Such costs are the banker’s overhead. 
The only souree from which he can re- 
cover these costs is the investment of 
the bank’s own capital and surplus and 
a part of the deposits. 

“Each thoughtful depositor wishes to 
pay his own way in his bank as in other 
places where he obtains service. If your 
bank balance continually runs below 
$100, your account is probably not pay- 
ing the expenses it incurs. 

“Keep a close eye on your balance and 
do not let it drop to a level that means 
a loss to your banker.” 
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Business-Building Letters 


Positive letters instead of negative. 
slip-shod dictation. 


sentences. 


GOOD while ago, one 

of our customers, a 
man who has done busi- 
ness with us for a good 
many years, came up to 
my desk so angry that he 
could hardly speak. He 
put a letter from the bank 
on my desk: 

“Your recent favor at 
hand. Before we would con- 
sider granting you a new 
loan, we would have to make 
a thorough investigation as 
to your credit. 

“We would ask, then, that 
you fill out and return to us 
the inclosed financial state- 
ment blank which is to take 
the place of the one now in 
our files under date of two 
years ago.” 

The facts in the letter 
were true. It is our prac- 
tice to keep our financial 
statements up to date. 
Further, we never con- 
sider loans on which we 
have inadequate credit in- 
formation. But— here 
was a perfectly good cus- 
tomer angry enough to 
consider withdrawing a 
profitable account because a routine 
letter had made an ordinary request 
untactfully. 

It took me 15, minutes to soothe 
him, 15 minutes that could have been 
spent on more constructive work had 
we only written: 


This Letter Makes Friends 


“We were very glad to learn from 
your letter of May 10 that you have 
another good loan for us. 

“It’s been two years since you made 
out a financial statement, I believe. So 
I am inclosing another blank. As soon 
as you fill it out for us, I’ll rush the loan 
in to the committee. 


The whole problem of letter writ- 
ing hinges on this difference between 
tactful, business-building letters, 
and hasty, slip-shod, business-losing 
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By LAWRENCE C. LOCKLEY 


Correspondence Counselor, Los Angeles-First National Trust 


and Savings Bank, Los Angeles, California 


To the Rubbish Can 


HESE stock phrases used by many 
letter writers have been “‘canned”’ 
by the Los Angeles-First National 
Trust and Savings Bank: 


Your favor 

Would say 

I beg to inform you 
Referring to the above 

After considering the same 
Wish to advise you as follows 
Inclosed herewith please find 


Your letter of recent date received 
In reply to your letter wish to state 
Thanking you for your past 


business 


Trusting you will sign this paper. 


communications that make enemies. 

There are also other angles to con- 
sider—foremost among them, the 
usual excessive cost of correspond- 
ence, the inconvenience that careless, 
unplanned dictation causes, the 
waste of unstandardized forms and 
stationery. But the main considera- 
tion is to get out letters that trans- 
act business, and that encourage 
further business. 

The banker who has a charming, 
engaging personality, a keen, incisive 
mind, and an unremitting, vigilant 
interest in his work, is usually able 
to write the type of letters that we 
want with very little coaching or 
suggestion. But such men soon be- 
come loan officers who do not have 
time for the bulk of dictation that 


Planned phrases instead of 
Important information in opening and closing 
These rules make letters worth money to the bank. 


many of our department 
managers must face. 
Therefore, we have had 
to set up a number of 
‘rules’? and to adopt a 
Spartanly-strict supervi- 
sion of letters. 


Bad Phrases Junked 


In the first place, we 
have tried to ban from all 
bank correspondence all 
of the old-time, trite 
phrases that can be used 
without consideration. 
They sound formal and 
stilted; no human or 
friendly feeling can ooze 
between the barrier they 
set up between the writer 
and the reader. In addi- 
tion, they have been used 
so long and so frequently 
that they often encourage 
a careless writer to dic- 
tate before he really 
knows just what he wants 
to say,—so they become 
approximate rather than 
definite in meaning, 

When a man dictates the details 
of several instruments, and then 
says, ‘‘When you sign the above. .’’ 
only the perspicacity of the reader 
keeps the transaction from going 
wrong. Other words, such as beg, 
your favor, would say, for your in- 
formation wish to advise, inclosed 
herewith, and a hundred others that 
we are all familiar with, are not only 
frowned upon in our own letters, but 
are actually going out of them. 

Just as important as the natural- 
ness of the language that the letter 
carries its message with, is the direct- . 
ness with which it opens. The temp- 
tation for all of us who are harassed 
with a superabundance of corres- 
pondence is to rush through it. 

When we dictate in the morning, 
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we too often think of several other 
tasks that should be in process of 
accomplishment, and hurry over our 
dictation. Without pausing to think 
or to plan, we start, ‘‘ Your letter 
of the...uh...uh...recent date... 
received, and contents duly noticed, 
in reply permit us to state that in 
the absence of Mr. Jones, I shall be 
obliged to refer your 

request to the credit de- 

partment, same ....uh. 

ora 


How To Dictate 


Actually, when we be- 
gin our letters, we are 
usually not dictating so 
much as sparring for 
time to collect our wits. 
It is much better to hit 
the nail on the head 
when we start: 

“Jacob Wrethern, about 
whom you wrote January 
3, has been a eustomer of 
ours for several years.” 

The man who gets the 
letter is able to start at 
the beginning with the 
information he wrote 
for. Or again: 

“The check you depos- 
ited, and that was lost in 
the mail on the way to col- 


lection, has not been lo- 
cated. ” 


In each ease, the in- 
formation that the cus- 
tomer is most interested 
in is put at the outset 
of the letter, where he 
ean find it without men- 
tally pawing through 
a paragraph of intro- 
ductory excess baggage. 

This does not mean 
that we leave out all 
identifying information, 
but that it is subordin- 
ated to the main thought. 

Not only does this 
practice make letters 
more direct, and make them better 
instruments for transacting business, 
but it permits them to be more nat- 
ural in tone. It makes possible put- 
ting into the letters the same direct 
frankness and humanness that goes 
into our face-to-face interviews with 
customers, and which we think helps 
to build business for us. 


How To Close Letters 


A third ‘‘rule’’ or practice we try 
to follow is to eliminate the old 
fashioned and entirely useless ‘‘bow- 
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say is a great art. 
what ought to be said is perfection. 


Every good 
stripped for action. 
are a handicap. 


Be concise but also be complete. 
waste of time and money, and good will, 
when the reader is puzzled to know what 
you mean or forced to write for further 
information. 


ing out’’ paragraph at the close. 


“Thanking you for your past busi- 
ness, and hoping to be of service to 
you in the future, we are” 


The last paragraph of a letter 
either does or does not have a mes- 
sage for the reader. If it does, it is 
much better that the idea or message 


Letter Writing Philosophy 


By JAMES H. PICKEN 
Author of ‘Principles of Selling By Mail” 


Your letters are like telescopic mirrors in 
which the reader sees your bank reflected. 


oD 


To be able to say well what you want to 
To be able to say well 


“<< D 


Letter writers are not born, they are made. 
Skill in letter writing has to be acquired just 
as any other kind of skill. 


 D 


letter 


< D 


<< D 


A good letter does the reader a service. 
bad letter is an insult. 


 D 


Good taste in letter writing means to uphold 
the dignity and reputation of your own 
bank and to show the reader the courtesy 
and respect to which he is entitled. 


be put in a definite, self-sufficient 
sentence. If it doesn’t, it is much 
better to leave it out. 


For instance, which is better? 
“Trusting you will sign this paper 
and return it to us at your earliest con- 
venience, we are” 
or: 


“As soon as you sign and return this 
paper to us, we ean close the escrow for 
you.” 

In the first case, the paragraph 
will produce no noticeable results. 


is like a_ battleship 
Useless words or ideas 


It is a 


Most readers who see it won’t read 
it. In the second ease, the final 
paragraph will get almost an im- 
mediate response. 

These generalized suggestions on 
letter writing seem _ ridiculously 
simple as they are set down on 
paper. But they have not been as 
easy to ‘‘sell’’ as they might be. 
However, a_ relatively 
short period of attention 
to letters has changed 
for the better the whole 
course of our correspon- 
dence. 


How To Teach Better 
Dictation 


One of the first steps 
we took was to put into 
the hands of our dicta- 
tors a manual, ‘‘ Making 
Letters Build Business.”’ 

With this book in their 
hands, the letter writers 
were brought together 
for a series of discus- 
sions and talks. The 
meetings were round 
table discussions rather 
than lectures. We have 
tried throughout our 
campaign for better let- 
ters to ‘‘sell’’ our sug- 
gestions rather than to 
prescribe rules. 


When we started our 
campaign for better let- 
ters, we had in mind 
only making the stand- 
ard of our correspond- 
ence better. But as the 
work developed, we dis- 
covered loose practices. 


We found that we had 
far more stenographers 
than we needed, so we 
installed Dictaphones 
wherever we could. 

We found that we 
were using a far great- 
er variety of stationery 
than we needed, larger stocks, and 
buying in smaller quantities. 

We found that our mailing could 
be centralized and simplified. 

On the whole, we have not only 
taken a step toward giving our cus- 
tomers better and more pleasant ser- 
vice, but we have as well made a 
marked reduction in the overhead of 
our letter production. And we are 
finding that, as we become interested 
in the job, dictation becomes more 
interesting and less arduous. 
Certainly, the plan was beneficial. 


A 
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CS en 3m 


“S HOLD-UP RANK 


CASHIER | 


KILLED 


Thee tance F 


These headlines need never 
have been written... 


HOLD-UPS are increasing. When will your 
bank furnish headlines for the newspapers? 
Why risk this danger any longer? Safety Ban- 
dit-Resisting Fixtures can easily be installed 
in your bank. They afford complete protection 
to employees and funds within the cage. More 
than 420 banks throughout the country are so 
protected. Not one has lost a dollar through 
hold-up since this installation. 

Safety Installations consist of bandit-resist- 
ing wickets and deal trays, bullet-proof glass 
partitions, and counters in which are concealed 
layers of bullet-proof steel. Gun ports enable 
persons within the cage to open fire on bandits 


without risk to themselves. Bandits steer clear 
of banks known to have this equipment. 
Safety Installations enhance the appearance 
of any bank. There is no interference with the 
transaction of business or with conversation. 
They increase the confidence of depositors. 
Many Safety equipped banks report greatly 
increased deposits. Any bank can be equipped. 
There is Safety equipment for industrial 
purposes such as payroll rooms, and Safety non- 
shatterable glass for windows and motor-cars. 
Write direct or to your nearest distributor for 
complete information about Safety Installa- 
tions, and how you can use them to advantage. 


Distributed by 


The Wm. Inglis Wire & Iron Works, 960 Harper St., Detroit, Mich. 
Bank Safety Company, 6 Anthony Building, Muncie, Ind. 


St. Louis Bank Bldg. Equipment Co., 9th and Sydney Sts., 
St. Louis, Mo. 


Globe Wire and Iron Works, Milwaukee, Wis. 
T. F. McGann Sons Co., 114 Portland Street, Boston, Mass. 
Kramer Woodworking Co., 20th and Indiana Ave., Phila., Pa. 


WE CAN MAKE YOUR BANK 


Dietrich Bros., 220 Pleasant Street, Baltimore, Md. 
Safetee Bank Fixture Co., Adena, Ohio 


Robt. A. Wright & Co., 1005 Liberty Avenue, Pittsburgh, Pa. 
Karl Hansen Co., Inc., 117-135 N. Robertson St., New Orleans, La. 
Southern Wire & Iron Works, Atlanta, Ga. 

H. M. Wade Manufacturing Co., Charlotte, N. C. 


BANDIT-PROOF 


Tue SAFETY CORPORATION, cADENA, OHIO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
















Let’s Give Credit To Erin 


More Irish emigrants settle in America than 
in any other country, so it’s worth planning 


HE seventeenth of March, offers 

opportunity for unusual dis- 
plays, using the traditional St. Pat- 
rick’s Day color, emerald green. It 
can be nicely contrasted with a green 
of another hue. 

White used sparingly will help to 
emphasize the value of the green. 
The emblems for such a display are— 
shamrocks, harps and clay pipes. 

An oceasional green ribbon 
on a pipe or harp will secure a pic- 
turesque effect. The strong appeal 
is always of a sentimental nature. 


bow 


Wallboard is an im- 
portant factor in the 
average display of to- 
day, and I recommend 
the use of it in con- 
structing exhibits sim- 
ilar to those described 
here. The outstanding 
feature of display sug- 
gestion No. 1, is the en- 
larged harp cut from 
wallboard painted in 
flat green with a gold 
or yellow border. - 

If you are in a posi- 
tion to secure the serv- 
ices of a studio, such a 
centerpiece can be 
made a good deal more 
elaborate, even to the 
point of including the 
harp strings. 


To Get The Spirit 

Placed on the cen- 
ter of this cut-out could 
be your central mes- 
sage, either a show card 
attached with brass 
brads or a paper or 
parchment seroll which 
would help to carry out 
more minutely the 
spirit of the occasion. 

A plateau or shelf ef- 
fect is easily construct- 
ed, upon which to place 
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St. Patrick’s Day windows for your bank 


By ARTHUR L. BOWEN 


Of The State Bank of Chicago, Chicago, Ill. 


this center piece so that it may be 
raised up from the floor a few inches 
—just enough to break a monot- 
onous line. You should have cloth 
to cover your foreground. 


How To Proportion The Colors 


It would be well to use both green 
and white materials to cover the 
floor. See that the amount of each 
material showing is not exactly half 
and half. For example, it is much 
more interesting to see a third white 
and two thirds green, or vice versa. 


Window Suggestions for March 


Three simple designs. Details and sources 
of materials are given in the article. 









At either end of the window, there 


is still room for show ecards to be 
placed on easels. A direct message 
regarding the bank’s offerings or 
services can be well featured on these. 
Suggestion No. 2 is quite similar 
to the first, except for the center- 
piece, which, for variety’s sake, 
might be made in the shape of a 
large scroll of parchment. This, too, 
can be cut out of wallboard. Your 
local showeard artist might be able 
to add a little life to it by decorating 
it in the appropriate Irish colors. 
A trick of the trade 
in the window display 
profession is to use the 
photostat. In place of 
a seroll cut out of wall- 
board, you might have 
one made through the 
aid of a photostat. 
Such work is done by 
‘*photostatie studios’’ 
and in some places by 
photographers. 


To Make Photostats 


Here is the way to 
prepare copy for such 
reproduction : The copy 
should be typewritten 
very evenly in block 
form, with correct spac- 
ing preferably in capi- 
tals, for they reproduce 
best. It is also wise to 
have a carbon turned 
wrong side up so that 
the impression will be 
made on back of first or 


original sheet. This 
will insure a much 
darker letter, which 


will reproduce better 
in the photostat. 


The dimensions of 
the enlargement will be 
in the same ratio as the 
copy. But of course 
more or less white mar- 
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T O D D AN NOUN C E S 


A marveL of performance and value—this 
new Todd Protectograph. It is, in every 


a remarkable respect, an instrument of modern business 


—a real time and labor saver. 
° Whenever checks and other business or 
NEW busi nNeSS tool personal documents must be amount-written 
: quickly dnd safely, the Century will prove 
its usefulness in banks and retail stores, in 
Th manufacturing plants and public utilities. 
c new Its touch-and-go performance, its amazing 
speed and simplicity, its versatility, its out- 


CEN | UR standing value, the perfection of its work 
. . . all will establish new standards for a 


moderately priced check writer. 


, The new Century Protectograph is beau- 
PRO | KC TOGRAPH tifully finished in nickel and two colors of 
enamel. None but the finest wear-resisting 
metals go into its construction. Todd crafts- 
manship has built this machine so nicely bal- 
anced that it operates with unprecedented 
ease and speed. Throughout, the new Cen- 
tury embodies superiorities that only Todd’s 
twenty-nine years of research and constant 
development can build. 

Let a demonstration convince you that the 
new Todd Century is the greatest value-ever 
offered in a moderately priced machine. 

The Todd Company, Protectograph Di- 
vision. (Est. 1899.) Rochester, N. Y. Sole 


makers of the Protectograph, Super-Safety 
Checks and Todd Greenbac Checks. 


These features distinguish the new 
Century Protectograph: 


1. Finely balanced workin ng parts give remark- 
able speed and ease o speadion. Handle 
can be operated with one finger. 

2.Greater visibility—indicators can be set 
with amazing speed and certainty. 

3. An ay clear, deeply shredded two- 
color imprint 

4. Prefix character is interchangeable. Can be 
made to read “Exactly,” “Certified,” “Paid,” 
or can be replaced by individual name or 
indemnity number. 

5.The payee name line can be crimped, if 
desired. 

6. Built throughout of special metals, with all 

CS working parts hardened and ground 
THE TODD COMPANY 7. Unusually attractive in appearance, finished 
Protectograph Division in two colors of enamel and ni 
1137 University Ave., Rochester, N. Y. 8. Superior inking facilities. 

Please send me further information about 9. Three models: Seven bank, eight bank and 
a eS ee nine bank. Quickly adapted to take checks 
Nass in vouchers or in sheets. 

10. Embodies all Todd superiorities develo 
sale RRR Sicha through twenty-nine years’ experience, but 
_ is surprisingly low priced. 


TODD SYSTEM 
OF CHECK PROTECTION 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Business 








gin can be allowed for, which in the 
ease of making scrolls should be eare- 
fully taken into consideration. 

This centerpiece might be placed 
on a plateau consisting of two steps, 
each covered as separate pieces with 
material such as sateen or inexpensive 
cotton crepe. This idea is particular- 
ly feasible where your window floor 
is parqueted or inlaid. 

Two placards with brief messages 
might be placed at the side of the 
window. Attach a common clay pipe 
te each placard with the aid of a 
piece of green ribbon tied around 
the stem and through the card in a 
bow effect. 


How To Make The Shamrock 


Suggestion 3 is a display arranged 
around shamrock. It is a simple de- 
sign to draw and an easy thing to 
eut out of wallboard. Each petal 
should be made large enough to al- 
low for mounting a photograph of 
a typical Irish scene, preferably a 
landseape. Such photos can be se- 
cured through firms specializing in 
photographie services through 
your local newspaper publishers. 
The cost usually runs around $1.50 
to $3.00 each. 

When cutting out the shamrock, 
the base should be left solid and the 
balance of the leaf painted in as 
shown in the illustration. A wooden 
easel effect can be fixed to the back 
for support. 

Baby ribbon streamers can be ar- 
ranged in a rosette formation in the 
eenter of the Shamrock, and run 
from this point to various placards 
upon which can be lettered a number 
of messages regarding the bank’s of- 
ferings or other worth-while informa- 
tion. Such a display should not cost 
over $10 at the most. 

The following items earried by 
standard decorative houses catering 
to the window display trade may be 
purehased instead of having them 
made special. 

Cut out wallboard letters, any 
color, gold or silver finish, size three 
inches—10 cents, six inches—20e, 
12 inches—40 cents. 


or 


Items You Can Buy 


Items in papier mache—rail fence 
—seven feet six inches wide, four 
feet high ; tree log four feet six inches 
long, one foot four inches high; rus- 
tie gate 42 inches wide, 45 inches 
high. 

Bevelled edge floor blocks, unpaint- 
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ed, eight inches by eight inches, $9 
per 100; unpainted 12 inches, by 12 
inches, $11 per 100; plain pointed 
eight inches by eight inches, $15 per 
100; plain painted 12 inches by 12 
inches, $19 per 100; marbleized eight 
inches by eight inches, $20 per 100; 
marbleized 12 inches by 12 inches, 
$25 per 100. 

Grass matting, natural imitation 
(mounted on burlap) two yard pieces 
one yard wide, $6. 

Natural birch bark, large pieces 
about five square feet to the pound, 
per pound, 35 cents. 


Card easels, 12 inches high, 90 
cents, 18 inches high, $1.10. 
Silk plush—Adray plush (Rayon) 






























IDEAS 


DEAS are the stuff from 
which success is made. 


They grow. 
And you grow with them. 


And success is nothing if it 
is not growth. 


DEAS are the most valuable 
I commodity of exchange. 


They are not like dollars, 
because when you give a 
dollar away, 


It is gone. 
When you give an idea away, 
You still have it. 





ORK is inspired by ideas 

Work pays dividends 
only according to the ideas 
that inspired it. 


Work is simply putting ideas 
into effect. 


MAGAZINE cannot make 
you work. 


But it can give you ideas. 


And if those ideas are money- 
makers, 


You'll put them to use. 
And you'll succeed. 


O THIS magazine has ded- 
S icated itself to the dis- 
tribution of ideas: 
Ideas on banking, 
Ideas on reducing costs, 
Ideas on profit-building, 


Each issue has a hundred or 
more. 


If you use some of them, 
You'll grow. 
You’ll move toward success. 





per yard, 28 inches wide, $2.25. May 
be had in following colors: Pistachio, 
peach, sax blue, dark myrtle, golden 
glow, mountain haze. Plain silk 
plush 24 inches wide any color cut 
to length, $2.50 per yard. 

Silk plush rugs and mats, made in 
any color, plain plush or Adray, in 
round, oval, or oblong. Edged with 
gold braid or small fringe, per square 
yard (over six feet) $1.05; per square 
yard (less than six feet) $1.40. 


Lighting Equipment 


Flood lights are used for flooding 
eutire window with either white or 
colored light. Spot lights are used 
where some item is to be singled out. 
They cost from $6.75 complete with 
six colored gelatin screens, a four- 
foot cord and plug (no lamp), to 
$16.50 complete with lamp and color 
attachment, cord, and plug. Extra 
sheets of gelatin 25 cents per disk. 

Floral screen backgrounds. Many 
houses selling artificial flowers and 
other decorative items offer for sale 
complete background screens of vary- 
ing sizes. For example, one house 
describes a cutout grill panel—sereen 
polychrome—crushed roses and 
leaves used, roses in tea, pink, red. 
Sereen 66 inches high, and about 2% 
feet wide complete for $25. 
only, $4. Screen without flowers, 
$21. Such background screens can 
be used over and over again, simply 
change the artificial flowers to season- 
able ones, and you have, with a few 
other minor changes secured for 
yourself a new background entirely. 


Flowers 


It is easy in the world to live after 
the world’s opinions; it is easy in 
solitude to live after our own; but 
the great man is he who in the midst 
of the crowd keeps with perfect 
sweetness the independence of soli- 
tude.—Emerson. 





o0—— 

Nothing is easier than fault-find- 
ing; no talent, no self-denial, no 
brains, no character are required to 
set up in the grumbling business.— 
Robert West. 


——0o 





When men are rightly occupied, 
their amusement grows out of their 
work, as the color petals out of a 
fruitful flower ; when they are faith- 
fully helpful and compassionate, all 
their emotions are steady, deep, per- 
petual and vivifying to the soul as is 
the natural pulse to the body. 
Ruskin. 


John 
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The Remington Noiseless Typewriter is serving 
many of the country’s greatest financial insti- 
tutions quietly, efficiently and economically. 


Standardized Bank Equipment 
that pays big dividends 


EMINGTON RAND offers to banks and 

financial houses the nation over stand- 

ardized bank equipment and service, that pays 
real dividends. 

Equipment standardized for economy, 
covering practically every banking practice 
activity, is now available in the Remington 
Rand line. 


Service ability, which has grown out of more 


than half a century of specialized experience 
with banking problems, is at your command. 
And in both equipmentandservice Remington 
Rand can assume complete responsibility, as- 
suring your satisfaction. 

Aletter from you will bringcompleteand defi- 
nite information about this standardized ser- 
vice. Remington Rand Business Service Inc., 
374 Broadway, New York. 


emington Rand 


BUSINESS SERVICE unc. 


REMINGTON - 
DALTON - 


KARDEX - RAND - SAFE-CABINET 
POWERS - KALAMAZOO 


BAKER-VAWTER - LINE-A-TIME 
LIBRARY BUREAU 


Readers will confer a favor by mentioning THE BANKERS MOVTHULY when writing to our advertisers 








Encouraging Travel Business 





is is easy to understand why the 

travel department of the First 
National Bank of Louisville, Ky., 
has greatly increased its business in 
the new building recently dedicated 
by the bank. 

The photograph reproduced here- 
with shows the travel atmosphere 
that is created in the small space oc- 
cupied by this department. 

The foreign flags featured on the 
wall and the model of an ocean liner 


Your Bank’s Chance To 
Make A Profit 
(Continued from page 16) 
certain number per month, the costs 
of handling such transactions will 
exceed the income derived. 


The Activity Factor 


The effects on operating profits of 
the transaction factor are shown by 
contrasting the results of a ‘‘qual- 
ity account’’ bank with a very active 
account bank. Bank ‘‘A’’ has an 
average of 5 transactions per month 
per $1,000 of net deposit balances 
and Bank ‘‘B,”’ 75. 

Bank ‘‘A’’ pays more interest to 
its depositors, than Bank ‘‘B,’’ but 
this higher expense is far more than 
offset by lower ‘‘other operating ex- 
penses.’’ As a result, Bank ‘‘A’’ 
reflects an operating profit per $100 
of deposits, 34 per cent greater than 
Bank ‘‘B.”’ 

The greater the activity per month 
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are both interesting, but the real at- 
mosphere is created by a deck chair, 
two life preservers and travel lug- 
gage standing casually about the 
floor. 

This luggage was not placed here 
for the purpose of making a picture, 
but is kept where you see it. This 
is a very simple plan that may be 
carried out in any travel department 
and its effectiveness has been amply 
demonstrated by this bank. 


per $1,000 of deposit volume, the 
greater will be the operating expense 
ratios and the lesser the operating 
profit ratio. 


Activity Influences Profits 


Bank “A” Bank “B” 
5 items 75 items 
per mo. per per mo. per 
$1,000 $1,000 
Per cent of gross income 
Interest paid on 


demand deposits 25.3 13.5 
Salaries and wages 19.5 31.2 
Other operating 

expenses ...... 12.2 23.1 


Total operating 
expenses ...... 57.0 67.8 
Operating profit. 43.0 32.2 








Operating profit per 
$100 of deposit 
Funds ........$1.41 $1.06 
The ratio of invested capital to 

deposits is of importance to the stock- 


holder, for, other things being equal, 
the lesser the ratio, the greater will 
be the earnings on invested capital. 
It is of importance to the depositor 
for, given equal liquidity of assets, 
the greater the ratio, the greater is 
the protection of deposits. 

The ratio has been diminishing 
over a period of years. For all na- 
tional banks, it was above 100 per 
cent during the year periods of 1870- 
1876 but declined to below 20 per 
cent after 1925. 

Other things being equal, if the 
ratio of one bank is considerably 
higher than that of some other bank, 
the stockholder of the lower-ratio 
bank will derive a greater yield on 
his investment than the stockholder 
of the high-ratio bank. 

From the standpoint of the de- 
positor, it is not so much the size of 
this ratio which acts as real protec- 
tion for his deposits, but the degree 
of liquidity of assets. The ratio of 
one bank may be double that of an- 
other, but the bank with the lesser 
ratio may have an_ even-greater 
amount of liquid assets per $1,000 
of deposits than a bank with a ratio 
twice as great. 

The effect of this ratio on net 
profits to invested capital is reflected 
by a contrast of the earning results 
of the aggregate of all member banks 
of the Federal Reserve System in 
certain districts for the year 1926. 


Net Profit Ratio 


Net Net 
Profits to Profits to 


Earning Invested 

Distriet Assets Capital 
Philadelphia ....... 1.85 9.17 
PE IO on wiee oo dhe 1.62 10.73 
CR iiss Sika Cp. ee 


The net profits to earning assets 
of the Philadelphia District was the 
greatest of any of the twelve dis- 
tricts, but the net profits to invested 
capital was the greatest in the New 
York District. The net profit to 
earning assets of Philadelphia was 
14.2 per cent greater than for New 
York and 36 per cent greater than 
for Chicago, but the net profit to in- 
vested capital of Philadelphia was 
14.5 per cent less than for New York 
and 5.7 per cent less than for Chi- 
cago. 


The man who has not anything to 
boast of but his illustrious ancestors 
is like a potato—the only good be- 
longing to him is underground.— 
Sir Thomas Overbury. 
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Dissatisfied Customers 
(Continued from page 10) 


to sell the idea of the testimonial. 
{here were no score boards, no pep 
sessions, no enthusing bulletins—not 
even competition. The testimonial 
book gave the momentum since there 
were many customers who wished 
‘preferred position’’ on the first 
page. 

We did not limit our activities to 
customers alone, but used the testi- 
monial book as a sales argument for 
some of the large industrial firms 
located near our bank. We were un- 
usually fortunate in obtaining a 
number of large aceounts of this 
character, some of which we had 
been soliciting for over ten years. 


Over A Hundred New Accounts 


On the morning of our anniver- | 
sary, we had obtained 80 prime com- 


mercial accounts, aggregating over 
$250,000. In addition, we secured 
bona fide promises from over 25 con- 


cerns that they would bring in their | 


accounts after the first of the year. 


It is almost needless to remark 
that our president was greatly sur- 


prised and highly pleased with his | 


gift. We so arranged our daily 
records, that he had no knowledge of 
the accounts which were to be pre- 
sented to him. 


In showing the testimonial to his 
friends who came into the bank to 
congratulate him on our anniversary, 
he received several more accounts 
from those who wished to have their 
signatures appear on this record. 


The plan was most productive as 
well as economical, for the only cost 
was time and effort. The good will 
created was worth many times the 
quarter of a million dollars which we 
received in new deposits. 


Although the plan was conceived 
out of sentiment and loyalty to our 
president and to our bank, never- 
theless, it stands as a forcible illustra- 
tion that new business can be had 
‘for the asking.”’ 


The only way in which one human 


being can properly attempt to in- | 


fluence another is to encourage him 
to think for himself, instead of 
endeavoring to instill ready-made 
opinions into his head.—Sir Leslie 
Stephen. 




















International 
Banking Transactions 


Commercial Letters of Credit 
Collections Foreign Exchange 
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Bullion and Currency 
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Coming Articles 
By H. N. STRONCK 


Whose second article in the series appears in this 
issue. 


Banking policies 
Personnel administration 
The operating function 
Loan administration 
Expense analysis 


The organization structure 
Business development 
Production analysis 

The control function 
Budgetary control 


Suggest to your friends that they subscribe for THe BanxKers 
Montaty and insure a profitable year for their banks. 


Readerea will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








Individual Attention 
At Chicago’s Largest Bank 


In your business here, you 
ordinarily deal with an officer 
or a few employes whom you 
know and who know you. 
But when you have anything 
out of the ordinary, the size 
of this organization assures 
you the services of a man 
whose specialty is your par- 
ticular kind of problem 


CONTINENTAL 
NATIONAL BANK 


& TRUST COMPANY 
OF CHICAGO 
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This Plan Speeds Issuance 
of Monthly Statements 


The First National Bank, Minneapolis, 
Minn. uses a system of distributing reg- 
ular monthly statements that has proved 
to be highly valuable to both the banks 
and the customers. It is estimated that 
the time necessary to give out statements 


| formerly has been more than cut in half 





MONTHLY when writing to our advertisers 


by the use of the new plan. 


On the morning of the first day of the 
month, a series of tables is arranged on 
the floor of the main lobby, in the com- 
mercial department. The tables are back 
against the rail so that they are not in the 
way of customers at the tellers’ windows, 
nor do the short lines which form at the 
tables get long enough to block free 
passage in the lobby. 

On these tables are rows of file 
drawers. On the front of each drawer 
is a eardboard on which is conspicuously 
painted a letter of the alphabet. These 
designate the place at which the eus- 
tomer is to eall for his statement. The 
drawers contain the statements of eus- 
tomers whose names begin with the 
letters so shown. 

Because advertising and letters have 
acquainted, customers with the new sys- 
tem of issuing statements, they make it 
a point to call at these tables for their 
statements. Because there are nearly 
as many different positions in front of 
the tables as there are letters in the 
alphabet, no position is crowded—a con- 
trast to the more common method of 
having all customers eall at one or two 
windows for statements. Junior clerks 
stand behind the tables to hand the eus- 
tomers their statements and have them 
sign receipts. Receipts are stacke! 
directly behind the drawers from which 
the statements are removed. 

The tables and statements remain on 
the lobby floor in this manner during 
the first three days of each month. Be- 
cause the customers of the bank have 
been educated to call for their statements 
during these three days, practically all 
are given out during the period. Of 


| course thereafter customers must go to 


the regular statements windows, in the 
usual way. 


Conference Room Service 


The Cedar Rapids Savings Bank and 
Trust Co., Cedar Rapids, Iowa has de- 
veloped considerable good will in the 
community by inviting civic, fraternal, 
charitable, educational, corporate and 
sales committees to use the conference 
rooms in the safe deposit department 
for meetings. The lobby into which these 
rooms open is furnished with attractive 
furniture including a large hall clock, 
and after a person has visited this place 
once, he is inelined to make use of it 
frequently. 
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Department Slogans 


“This department supervises invest- 
ments totaling over 30 million dollars.” 
This is a slogan that helps to get new 
customers for the safe keeping depart- 
ment of the Harvard Trust Company, 
Cambridge, Mass. 


“You have spent your life building 
your estate; spend one day safeguarding 
it!’ This is a slogan used in the ad- 
vertising of the Minnesota Loan & Trust 
Co., of Minneapolis. 


One bank in conducting a campaign 
for building the trust department, adopt- 
ed as the slogan “I WILL.”+ The cam- 
paign was for wills exclusively. Need- 
less to say, the slogan helped the suecess 
of the campaign. 


Competition Promotes Growth 


The president of a certain bank op- 
erates the commercial department and 
one of the vice presidents operates the 
trust department. Of course, the com- 
mercial department had a running start 
on the trust, but a friendly rivalry has 
grown up between the two officers to 
see who can make his department grow 
the fastest. This might be a good idea 
for some other banks to adopt. 


These Methods Save Time 
in Clearing 


New practices adopted by the Long 
Beach, Cal., Clearing House Association 
have greatly speeded clearings. 

Under the new method, the Los An- 
geles-First National Trust and Savings 
Bank, Seeurity Trust and Savings Bank 
and the Bank of Italy National Trust 
and Savings Association send a special 
messenger to Long Beach each afternoon 
to collect their checks, which formerly 
went through the clearing house there 
next day. Thus a day’s time is saved. 

Increasing numbers of checks and col- 
lections are handled by airplane, not 
only across country but with San Fran- 
cisco and points farther north along the 
coast. This method saves the bank from 
one to two days, the additional time re- 
quired if the cheeks went through clear- 
ing. 

In addition, a new rule has been agreed 
upon by which checks of the water and 
gas departments and the city tax collee- 
tor which formerly went through clear- 
ings in Long Beach will be taken each 
day to the local bank on which they are 
drawn, a eashier’s check -is given in ex- 


change and this in turn deposited by the | 


city treasurer. 

Other warrants which formerly went 
through the Long Beach Clearing House, 
including the semi-monthly payroll of 
the city and harbor department, are now 
handled in this new way. 
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Metered Bank Service in 
Practice 


On page six of the January issue of 
THE BANKERS MONTHLY we suggested 
metered bank service, that is, a charge 
for each service performed for eus- 
tomers. 

We are glad to report a service of 
this sort in use by Nebraska bankers. 
It has been promoted by the Nebraska 
Bankers Association. 

This association has issued to its mem- 
bers three forms of service charge 
notices. One is for making a charge for 
the imprinting of customers’ names on 
checks and carries a complete explana- 
tion to the customer the first time this 
charge is made. A second is to be sent 


Prompt Collection Service 


Collections—that important phase 


of banking service, receives prompt 


and diligent handling at The Bank 


of America. 


Out of town Banks are invited to 
avail themselves of the adequate 


facilities of this old established Bank. 
i, 


LAS 


TOAINCANCACA 


! 
~ 


THE BANK OF AMERICA 


Founded 1855 
CHICAGO, ILLINOIS 


Resources Over 39 Million 





to a customer simply as a memorandum 
of charge after he has been informed 
about the charge for printing checks. 
The third is for charging 25 cents for 
the return of a check that cannot be 
cashed because of insufficient funds. 

In referring to the introduction of 
this last type of charge, Wm. B. Hughes 
of the Nebraska Bankers’ Association 
says that it is the easiest of all service 
charges to start with. It helps in a 
number of different ways and the results 
are very satisfactory indeed to the bank. 

The notice supplied by the association 
is made in triplicate. The first one is 
printed on white paper, the second sheet 
is a tissue paper and a note printed on 
it reads as follows: (Keep these tissue 
paper tickets in a bunch from which to 
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figure the total collected on this service 
charge, unless you have a better method 
of accounting of your own). The third 
ticket is the charge ticket and is used 
in the bank for recording the charge. 
The first one, of course, is sent to the 
customer with his statement. 

This triplicate method is also used on 
the other charge notices. 

It is possible that the explanation 
made on the charge for the printing of 
customers’ names on checks may be help- 
ful to other banks and other associations 
and so we reprint it here in full. 

To Our Customer: 

We beg to advise that we have debited 
your account as below and desire to offer 
the following reasons which, in our opinion, 
make such a charge necessary. 

CEES 5c ean Saud Ceawen ote Wkwsva es 


(Customer's Name’ 


for printing name on checks. 

Changing conditions in the banking busi- 
ness make it necessary for this bank to 
make a reasonable charge for its various 
services, many of which have required an 
actual outlay of cash although heretofore 
given free by the bank to its customers, 
as in the ease of names printed on checks. 

A bank’s whole business is composed of 
service. That is what it has to sell, just 
as the merchant offers his stock on his 
shelves. Primarily, a bank engages to 
safeguard a customer’s money against acci- 
dental loss, thievery, fire, and all similar 
possibilities, also makes it possible for the 
customer to transact his business by check, 
eliminating for him the risk of cash pay- 
ments and the time they would take—and 
for payment, the bank has the use of the 
money, running its own risk of loss in such 
use. 

During more prosperous times banks 
gradually extended this proposition until 
they not only have performed free of 
charge a multitude of other small services 
more or less foreign to actual banking, 
but have even spent their own money on 
them as in this instance for which this 
charge is made. But changing conditions 
in the banking business, with rising ex- 
penses and closer margins of profit, have 
forced all banks to watch the small items 
more carefully. We call your attention to 
the fact that this charge covers ACTUAL 
COST OF PRINTING ONLY. The cost 
of the blank checks themselves (which are 
free to each customer) is not included, nor 
is there any profit to us in the above charge. 
It is the actual sum paid out by the bank 
to the printer for imprinting your card. 

(Bank Stamp) ———————————_ 





Dictation Time Saver 

If you use a dictating machine, you 
are not getting full service from it unless 
you use it in connection with the tele- 
phone. When you receive valuable in- 
formation over the telephone that should 
be put into written form, simply take 
your dictating tube in hand and as you 
repeat the information from the person 
giving it to you on the telephone, it will 
be recorded on the cylinder of the dic- 
tating machine and may be transcribed 
later. 
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How to Make a Trust Statement 


One state bank in Illinois with a trust 
department has worked out a plan of 
making a statement that is good be- 
eause it supplies information to the 
public and at the same time advertises 
the trust department. This statement 
is as follows: 


ASSETS 
EE CRTCeCer ree. 
Mortgages and Notes..... 232,000 
Bere eer errr 23,000 
Miscellaneous ............ 110,000 
DE. ikawacGoaiaees sede 50,000 
$430,000 


LIABILITIES 
Trust Investments .......$380,000 
Trust Deposits... 66 sce 50,000 
$430,000 
Usually the statement of the trust de- 
partmerit consists of only the assets and 
liabilities of the bank. The statement 
published here shows the amount of 
business done by the trust department. 


Better Building Construction 


To encourage workmen on a_ build- 
ing to take more interest in providing 
first-class workmanship, The Union 
Trust Co. of Detroit has planned to 
place a bronze tablet in the building 
which will contain the names of the 
working men employed on the job, who 
demonstrated exceptional craftsmanship 
in the erection of this structure. In ad- 
dition to this, the most capable men in 
each of the crafts will receive substan- 
tial cash awards. Each workman is to 
receive an intaglio. 


This Display Helped To 
Sell Bonds 


The Irving State Savings Bank, Chi- 
cago, used a “stunt” window display 
recently that materially increased inter- 
est in the bond department of the insti- 
tution. 

In the window was a square cardboard 
about three feet across. In the center, 
affixed on a spindle, was a cross strip 
pointed at each end to represent the 
hand of a clock. Ranged around the 
board in a circle were 12 bonds secure- 
ly attached to the face of the square. 
Each represented an hour of the clock 
face so far as position was concerned, 
and each was lettered to represent a 
month. The distance from the spindle 
to the bonds was about 18 inches. The 
cross strip or hands revolved continu- 
ously. 

At the top of the board was the cap- 
tion: “Make every month a coupon 
month.” Across the hands of the clock 
was, “Buy bank bonds—614%.” 

The cross strip was propelled by a 





tiny electric motor concealed behind the 
cardboard. A drive from the motor 
connected with a small wheel that con- 
tained one end of a chain drive through 
which power was carried to another 
wheel directly back of the axis of the 
eross strip. 


Women Advertise Their Bank 


In a letter from Frank S. Thomas, 
first viee president Lincoln-Alliance 
Bank, Rochester, N. Y., he says: “We 
have been active solicitors of women’s 
accounts during the past 25 years and 
the result has been very satisfactory. 
We have always acted on the basis that 


women are wonderful advertisers either 
for or against, and have endeavored to 
see that their advertising for this bank 
has been for the best. 


“During the past several years they 
have been large buyers of securities and 
assist in building up our Savings ac- 
count and in bringing other people to 
the bank. We feel that a satisfied woman 
customer is the cheapest and best ad- 
“vertiser a bank ean secure. 

“Our women’s accounts number about 
18,000 and amount to about $12,000,000 
in deposits. We have made special pro- 
vision for our women’s accounts in our 
main office, giving them practically half 
of the banking space on our ground 
floor.” 











For New Residents and Old Timers 


N. S. B. Savings Posters help impress the passer-by that here is a 
cheery, courteous institution—for a bank that has not the 
friendly spirit cannot honestly display National Service Bureau 


Posters. 


If he is a new resident, they invite him in. 


If he 


is an old timer about town, they remind him—pleas~ 
antly —that regular weekly deposits are what count. 


N. S. B. Posters are displayed in bank windows and 
lobbies and on the front of bank buildings. 


N. S. B. Posters. are lithographed in full col- 
ors from oil paintings by prominent artists. 
They measure 20” x 30”. 


ASK US FOR PARTICULARS NOW 








80 John Street 


Information Please 


[] Posters 


NATIONAL SERVICE BUREAU | 


of New York, Inc. 


New York 


0 Lobby 


; 0 Front of anes 
O Window 


O Factory 
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You Can Recommend 
Friends to this Bank 


with assurance that they will be 
accorded every courtesy, within 
our power to extend them —~ 


| 
SS "EH 


—S~ 


MARINE BANK 
& TRUST CO. 
DentonW. Coote SEAS President. 





HOUSTON, TEXAS 





SHORT TERM INVESTMENTS FOR BANKS 


Our short. term obligations have 
beens purchased by more than— five 
thousand banks in the, United States. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Office »250 WEST 57% ST. + New York City 


Capital, Surplus ©” Undivided 
Profits + $50,626,000 





“‘Steel-Strong’”’ 
Coin Wrappers — Bill Straps 


Always Use Them 
For Safety’s Sake 


10% 
Get ten per cent more efh- 
ciency thru Reed’s Courier 


Nia ata (oe att (os coupled with 


Reed’s Merit Plan. Six styles—Ask your stationer. 


66 je BANKERS MONTHLY in my opinion is at the 

top of the list of bank magazines and I look 

forward with pleasure to its arrival each month. It 
is always full of timely practical articles.” 


RALPH L. WATTERS, President 


Louisville Chapter, American Institute of Banking, 
Louisville, Kentucky 
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Hold Strangers’ Pass Books 


Business men in some sections have 
protested to the banks against the prac- 


| tice of giving a pass book to a stranger 


before checks deposited have been col- 
lected. This complaint was made because 
some of them have been swindled by 


| various schemes in which a pass book 


containing a deposit in a local bank is 
presented as identification to persuade 
the merchant to cash a check for the 
stranger. 

The bank should retain the pass book 
until an investigation of the new de- 
positor has been made and until the 
items deposited have been found to be 
colleetable. 


How to Reduce Interest 


The auditor of public accounts of the 
State of Illinois, Oscar Nelson has sug- 


| gested to the banks of the state that are 


reducing their interest on savings ae- 
counts from 4 per cent to 3 per cent 


| that they give proper notice to the de- 


positors. 

His suggestion is as follows: “A bank 
should follow the rules as provided and 
printed in the pass book, as this con- 
stitutes a contract apparently and where 
30, 60 or 90 days are required of the 
depositor in writing on withdrawals, it 
is at least good ethics to give the cus- 
tomer a written notice of like period. 


| If no time is specified in the contract 


for change of relationship between 
debtor and creditor, then a posted notice 


| in the lobby may serve.” 


“In connection with certificates of de- 


| posit the agreed date of maturity should 
| govern and holders of certificate notified 


when same is presented for renewal.” 


Identification of Workmen 


The First Wisconsin National Bank 
of Milwaukee, Wisconsin has inaugurated 
a plan which saves time in cashing work- 
men’s checks. The bank has provided 
identification ecards 
which are signed both by the paymaster 
and the workman. Thus the workman’s 
official signature is identified. When 
the pay check is presented at the bank 
window, the identification card is handed 
in at the same time. By comparing the 
signature on the ecard with the endorse- 
ment on the check, the teller is reason- 
ably certain that he is making payment 
properly and much time and embarrass- 
ment is saved. 


The American Commercial & Savings 
Bank of Davenport, Iowa, publishes on 
the back of its folded statement four 
paragraphs containing facts about 
Davenport. These facts are varied from 
time to time and help develop interest 
in the city. 
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Janitor Phil Says— 





I don’t mind polishin’ a brass rail 
if there’s somebody back of it who de- 
serves to be set off from the rest. 

I could bring a hun- 
dred new customers to 
this bank if I felt sure 
the vice president would 
treat them as well as 
our president would. 





The auditor’s a nut 
on cutting expenses, but 
I’ve noticed that nuts 
usually grow into big- 
ger trees than you would 
expect by looking at them. 


Our bond officer is a wizard at selling 
bonds, but like all wizards, he’s a failure 
at most other things. 

If the tellers argue with customers 
like they argue with each other in the 
locker room, I don’t see how they hold 
any customers. 

George Bond, the head teller has a 
fit every time a customer brings in a 
big deposit late, but he don’t seem to 
worry much when he gets in late him- 
self in the morning. 

Funny how easy customers get 
wrought up. I overheard a conversa- 
tion in a safe deposit booth that showed 
me that you can’t show too much 
courtesy to everyone who comes into 
the bank. 





A friend of mine who is janitor in 
another bank lost his job beeause he 
was sassy to a big customer of the bank 
when he was off duty—well that just 
goes to show that the janitor is just as 
much a representative of the bank as 
the president. 

The president tells me that he wants 
the bank just as neat and inviting as 
his home and I guess that’s why so many 
people bank here. 








I said to the president the other day, 
“T’'m glad that you and I both got into 
the best bank in town.” 

I never knew what an opportunity 
I’d have to .do some real good in this 
world until the president told me. 


The fellow who has the most faults 
in this bank is the one who is always 
finding fault with everyone else. 


I can tell who does the least work in 
this bank by the number of times they 
sneak away to the washroom. 


Less Returned Mail 


The First Wisconsin National Bank, 
Milwaukee, Wis. has discovered an in- 
expensive way to correct the addresses 
of those customers that fail to notify the 
bank. A jacket made of yellow paper 
and with a space eut out at the top to 
allow the ecard to show through, is placed 
over the eustomer’s ecard when mail has 
been returned because of wrong ad- 
dress. 

When the customer comes in the next 
time the teller in looking up his eard 
discovers the jacket and knows that he 
must get the correct address while the 
customer is at the window. 

This jacket is simply a folded paper 


that fits down over the card. A space 








The parallel growth of this institution with the expansion 
of business in Chicago and the Middle West has necessi- 
tated the construction of our new home. Out-of-town 


bankers are invited to inspect the commodious banking 
rooms—representative of the most modern developments 
in bank architecture—and to make use of the services of 
the following departments: Correspondent banking, com- 
mercial, credit, trust, real estate loan, bond, and foreign 


banking. 


Henry A. HauGan 
Chairman Board of Directors 


Oscar H. HauGan 
Vice Chairmargof the Board 


State 





CaPITAL, SurRpPtus 


The symbol of forty-eight 
years of banking progress. 
Location — LaSalle and 
Monroe Streets. 

pancy April, 1928. 


of Chicago 


A Trust Company 
LA SALLE AND WASHINGTON STREETS 
Member Federal Reserve System 


AND Unpivipep Prorits 


is eut out of the top of the fold so that 
the name of the customer on the card 
underneath may show through. 

The jacket contains space for the cus- 
tomer’s name, his pass book number, his 
former address and a space in which 
the present address may be written. 
There are squares in which other serv- 
ices may be checked so that anyone han- 
dling the card may know at once just 
*how much service the bank is rendering 
to the customer in question. 

As soon as the correct address is se- 
cured corrections are made in the cen- 
tral file. 





The new account solicitor should be 
more than acaller; he should have some 
authority. 





Occu- 





Keeping Pace 
with the expansion 
of business 


Leroy A. Gopparp 
Chairman Executive Committee 


Bank 


Over. $13,000,000 
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Cleveland Items 


will be handled in a way 
which will please both 
you and your customers 
if THE MIDLAND is your 
correspondent here. 


We will be glad to an- 
alyze your Fourth Federal 
Reserve District require- 
ments. 






























BANK 


WILLIAMSON BUILDING 
CLEVELAND, OHIO 


Resources © over $28,000,000.00 











PATENTS 


Business from non-resident attorneys and 
banks especially solicited. Highest references; 
best services. Attorneys and bankers having 
clients who wish to patent inventions are in- 
vited to write for full particulars and terms 


WATSON E. COLEMAN, Patent Lawyer 
724 Sth Street, N. W., WASHINGTON, D. C. 
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“Overs and Shorts” 


Conducted By James L. Dilley 


HERE are banks and banks 
And banks and banks, 
Ah yes, there are banks galore. 
Then why in the heck, with so many 
banks, 
Should they want so many more? 
* * * 


Not on 
Exhibition 


Safe Deposit 
Clerk: ‘‘Shall I 
put you ina 
booth, Madam ?’’ 

Lady (indig- 
nant): ‘‘I should 


say not! I’m no 
cireus freak.’’ 





Myth 
Once upon a time there was a bank 
clerk, who after receiving the an- 
nual pay envelope fattener, said to 
the manager of his department, 
‘*Really sir, the work I’m doing is 
not worth this much money. You’ll 
just have to withdraw this increase 
or my conscience will trouble me 
night and day.’’ 
* * * 
‘*Well, did you learn anything 
new at the convention ?’’ 
‘Yes, I heard a bunch of good 
ones. Lean over here a minute and 
I’ll tell you one.’’ 


* * * 
Gawd, how Mussolini could say 
‘“*NO!’’ if he were an American loan 


officer ! 
* * * 
Reposing ’neath this marble slab, 
Is cashier Sam McGuinnet ; 
He closed the safety vault one night, 
Forgetting he was innet. 


°* * *# 
The Bankers Dictionary 


Advertising Manager: The man who 
reads the bank’s advertisements. 


Auditor: A person with a puzzled 
frown. 
Cashier: The fellow with the brass 


rail around him. 
Compound Interest: 

rapher. 
Coupons: 


A new stenog- 


Little slips of paper in- 


vented to throw 
balance. 

High Finance: Transactions on the 
mezzanine floor. 

Junior Officer: The son of an officer. 

Personnel: Those to whom courtesy 
pamphlets are handed at regular 
intervals. 

Purchasing Agent: The fellow who 
smokes the 25-cent cigars. 

Safe Deposit: One consisting of cur- 
rency, Liberty bond coupons, and 
certified checks drawn on you. 

Salary: A term erroneously used to 
describe the contents of the weekly 
pay envelope. 

Service: Leather check book covers. 

* * * 
Junius Goodfellow 
banker. Some time ago he ran for 

Congress. Junius Goodfellow is an 

honest banker. 

* * * 

Bank Floorman: ‘‘But madam, 
those new desk pen sets are not to 
be carried away.”’ 

The Lady: ‘‘That’s all right, 
ean charge it. 
here.’’ 


tellers out of 


is an honest 


you 
I have an account 
a * - 


Wouldn’t Begin To Go Around 
Cashier: ‘‘Do you live on a budget ?”’ 


Young Woman: ‘‘Heaven’s no! 
John’s salary isn’t big enough for 
that, yet.”’ 


The world’s most absent minded 
banker has been discovered. He 
called up his wife on the dictating 
machine and gave a two-page letter 
to the telephone. 


* *” * 

President: ‘‘Our loan officer is a 
very conservative man, at all 
times.’’ 

Customer: ‘‘Yes, I played golf with 


him the other day and noticed 
that fact when he counted up his 


seore.’’ 
* 7* * 


Fables of Finance 
Night Watchman: ‘‘I’ll declare, 
Mr. Jones, you’ve been working for 
eight hours, and it’s almost mid- 
night. How much are you out of 
balance ?”’ 


Mr. Jones: ‘‘Eleven cents.’’ 
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New Business Maxims 


The eustomer’s business is more in- 
teresting to him than yours. 


ty 
Don’t urge prospects to make de- 
posits; suggestion is more effective. 
a) - 


Not how many customers—how much 
profit from balances. 


one 
Not all advertising is printed. 
a 
The loan officer and the new business 
manager should be good friends. 
a ° 


A small balance is often worse than 
no account at all. 


—o— 
Most families have at least one pros 
pect who is doing no banking. 





Daily Clearings With Europe 


An experiment conducted at Christ- 
mas time by the American Exchange 
Irving Trust Co. of New York, may 
possibly foretell the daily clearing of 
banking items with Europe. 

It would take some little figuring to 
determine just how many thousands of 
dollars would be saved each 24 hours if 
all bank items could be cleared the same 
day deposited. The air mail has already 
shown us here in the United States that 
such savings run into money. But when 
you think of the possibility of clearing 
with Europe, you ean readily see that 
savings here by air mail will be far over- 
shadowed by savings that may be pos- 
sible by photoradiograms. 

The experiment referred to was the 
sending of Christmas greeting cards to 
some 200 bankers and financiers in 
Europe. The reproduction herewith 
shows one of the ecards reproducing not 





Christmas greetings sent across the 
ocean by radio. 


only the message and the picture but the 
actual signature of Lewis E. Pierson, 
chairman of the board. When such 
photographie copies can be sent almost 
instantaneously, it may be possible to 
secure credit on transit items without 
losing a single day of interest. 


Lucky Key Plan 


A publicity plan to draw attention to 
the opening of a new building was suc- 
cessfully used at the opening of a branch 
of the Citizens Trust and Savings Bank 
of Los Angeles. 

The day before the opening there was 
delivered at every home in the territory 
a key with a tag attached. Most of the 
keys were dummies byt mixed in with 
the rest were 40 that fitted the lock of 
the “treasure chest” displayed in the bank 
lobby. The fortunate holders of these 
keys were given prizes consisting of sav- 
ings accounts with various initial de- 
posits. 

A reception from 9 A. M. until 10 


P. M. was held with musie and light re- 
freshments, and as soon as darkness 
began to fall two powerful searchlights, 
such as are used in making moving pic- 
tures, were operated in the street. This 
served to attract people from far and 
near who could see the beams of light 
in the sky. . 

A campaign of publicity in the news- 
papers had focussed attention on the 
“treasure hunt” and people came in 
throughout the day to try their keys in 
the lock. Only adults were allowed to do 
this, and only one key to each person. 
Before trying the key, the holder wrote 
his name and address on the tag, which 
was detached and kept for purposes of a 
mailing list. 
















Bank Advertising that 
Strikes a New Note 


“Money and Civilization” 








the same old thing in the same old way, 
if you want an advertising program that 
arouses a new interest in the mind of a public 
that has become calloused to ordinary bank 
advertising appeals, you should learn about 
the new Money and Crvinization Program. 


Pictures That Educate 
As Well As Interest 


The MONEY and 
CIVILIZATION Plan 
Attractive Folders with Full-Color 
Illustrations 
Full-Color Illustrated Posters 
Beautiful Display Frames 


i YOU ARE tired of advertising that says 





Folders and posters are illustrated 
with full-color illustrations show- 
ing interesting events in the de- 
velopment of money and banking 
through the ages. Most of these 
have been used on American 
Bankers Association Journal 
covers, and we have arranged 
for their exclusive use in adver- 
tising prepared for you. 


This strikingly different and 
carefully worked out business 
extension program should be put 
to work for you at once. Ask 
for details. 


THE COLLINS SERVICE 


| Financial Advertising 


Main Office: 1518 Walnut Street, Philadelphia, Pa. 
Production Plant: 226-240 Columbia Avenue 

















Newspaper Copy 
School Features 


Women’s Club Features 





Officer Cooperation 
Director Cooperation 


Individual Service 
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IMPROVED BANK BUILDING 


and How to Make Them Pay Dividends 


Floors Are Like Faces 


They Need Daily Washing 


Specific instructions and formulas for cleaning 
marble bank floors and for removing stains 


HAT old fashioned observation which 

insists that cleanliness is next to god- 
liness is nowhere better exemplified than 
in the bank and particularly with re- 
spect to its marble work. 

Marble is a beautiful material and es- 
pecially appropriate for the bank’s use. 
It is appropriate as a practical sub- 
stanee for floor, walls, and counters. In 
its beauty there is a like propriety, for 
it gives the impression of richness and 
stability. 

But marble does this only when it is 
clean. Dirty marble is about as un- 
satisfactory as a dirty financial strue- 
ture. And dirty marble is more in ey- 
idence. 

Marble when left by the marble setter 








By ALFRED HOPKINS 


Of Hopkins and Dentz, Architects, New York 


is in perfect condition. It is clean and 
polished and it is an easy matter to keep 
it so. But the keeping must be gone 
about methodieally. 

Marble floors should be cleaned every 
night whether they need it or not. The 
cleaning should be a matter of daily 
routine and not a matter of the janitor’s 
humor. 


When Floors Need Cleaning 


I remonstrated once with an ancient 
custodian who had moved his dirty mops 
and rags, together with his dirty idea 
of cleanliness into a new building I had 
built for him and his bank. During a 
friendly visit, I told him his floors, were 
dirty. He said he hadn’t been able to 


Afi you are interested in a new 
Bank Buildin Berne | 


ur’ ent 
Sad Veutt Eg 
and Bank S 


SEND For rr / 
We are Specialists in the design, construction and 


equips 


Our preliminary 


Banking rooms and Bank Buildings. 
service, includin 


suggested floor lay- 


outs - exterior and interior skeiches and cost estimates 
ts yours without obligation. 


L.D. Lacy COMPANY 
BANK. BUILDINGS 


SYNDICATE TRUST BLDG. 





ST. LOUIS, MO. 
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get to them as often as he would like. 

I asked him how often he “got to” 
them. He said “Oh when they need it.” 
I asked him how often they needed it. 
“Oh”, said he, “not more than twice a 
week. It depends upon the weather.” 

Marble floors should depend upon 
nothing but clean water, a soft white 
soap, and clean mops intelligently and 
regularly applied every 24 hours. This 
is all new marble work needs. 

Most people have a pretty clear idea 
of what clean water is except those 
whose business it is to use it for clean- 
ing. You cannot clean marble by sous- 
ing it with dirty water. When the water 
becomes dirty, renew it, and above all, 
the floor should be carefully rinsed with 
cican water. Do not stir up the dirt and 
leave it upon the floor mixed with soap. 
This is the perfect way to collect more 
dirt. Final rinsing with clean water is 
vital. 

Use any clean white soap. Do not use 
any strong cleaning powders or solu- 
tions for regular cleaning. Occasionally 
for places which have become stained or 
especially dirty, a stronger solution may 
be applied. 

Many cleaning powders have a high 
percentage of grit and grit is invariably 
harmful. It roughens the polished sur- 
face of marble, makes it porous and 
therefore more absorbant of dirt and 
more difficult to keep clean. 


Principles of Marble Cleaning 


The whole idea of marble cleaning is 
to keep the finish intact, whether pol- 
ished or dull. The finish left by the 
marble man closes up the pores and 
makes the marble dirt-resisting. Fre- 
quent cleaning prevents an aceumula- 
tion of dirt at any one more-used spot, 
and makes for easy cleaning. And easy 
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Now— 


They Build 
Beauty 


Because It’s Proved Beauty Pays! 


NATION’S BUILDING STONE 


The business world has turned to Indiana Limestone because 


natural stone construction is the best investment 


N outstanding development in mod- 
ern architecture is the increased 
use of natural stone. Always the archi- 
tect’s choice where beauty and lasting 
qualities were the prime aim, now 
natural stone has become the preferred 
building material for all types of com- 
mercial structures as well. 


The natural stone most used for build- 
ing purposes is Indiana Limestone. 
This dense, fine-grained, light-colored 
stone is easily worked, yet is practically 
everlasting. 

Most of the finest stone buildings in 
America are of Indiana Limestone from 
the quarries of this company. 


The extent and central location of the 
Indiana Limestone Company quarries 


Inbinna ly 


General Offices: Bedford, Indiana 
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make possible prices that compare favor- 
ably with those of any other natural 
stone and even with those of substitutes. 


Prospective builders are assured a 
service on Indiana Limestone second 
to none. The Indiana Limestone Com- 
pany is a consolidation of 24 companies. 
With assets of over $46,000,000.00, it 
has facilities for handling any number 
of contract operations. 


Write for booklet 


We will gladly send an illustrated bro- 
chure, showing banks and other types 
of buildings. When you write, please 
tell us what type of building you are 
interested in. Address Box 783 Service 
3ureau, Indiana Limestone Company, 
Bedford, Indiana. 





Executive Offices: Tribune Tower, Chicago 


by mentioning THE BANKERS MONTHLY when writing to 


(At Left) Philadelphia 
Savings Fund (Branch), 
Philadelphia, Pa. Mellor, 
Meggs & Howe, Archi- 
tects. Exterior is VA- 
RIEGATED Indiana 
Limestone; interior Select 
Gray Indiana Limestone 


(Below) Winsted Sav- 
ings Bank, Winsted, 
Conn Hoggeson Bros., 
Architects and Builders. 
indiana Limestone 





Detailed view of heautifully carved en- 
trance, National Manufacturers’ Bank, 
Neenah, Wis. 
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cleaning is proper marble cleaning. 

Not so long ago I asked a marble man 
of wide experience what suggestions he 
had to make for keeping marble clean. 
He emphasized what I have tried to 
emphasize here, cleanly methods of 
cleaning. But he summed it all up cap- 
itally in the phrase. “Clean your marble 
as you do your face,” and I have noth- 
ing to add more graphie than that. 


Marble Cleaning Formulas 


There is a little brochure on the main- 
tenance of interior marble, published by 
the National Association of Marble 
Dealers, Rockefeller Bldg., Cleveland, 
Ohio. It is a bit scientific for the aver- 
age janitor, I think. What that party 
needs is a few swift, terse strokes of 
thought, that will register crisply on his 
cerebellum; and then a few swift, terse 
strokes that will register crisply about 
half way between his cerebellum and the 
floor you want him to clean. 

The brochure gives many receipts for 
removing stains. I quote two for re- 
moving stains which seem to be those 
most likely to happen. 

To remove writing inks, make a solu- 
tion of sodium perborate by dissolving 
two tablespoonsful in a pint of hot water. 
Mix this to a paste with whiting, apply a 
layer one-quarter inch thick over the 
stain and leave until dry. If some of 
the blue color remains, repeat. 

If a brown stain remains, then give it 
this treatment: Dissolve one part of 
sodium citrate crystals in six parts of 
water. Add to this solution an equal 
volume of glycerine and mix thoroughly. 
Mix a part of this solution with whiting 
and work with a putty knife until a thick 
paste is obtained. 

Apply this over the stain in a layer 
one-eighth ineh thick or more. This 
will remain soft for a few days, but 
when it becomes dry, replace it with a 
new layer or soften with more liquid. 
Several repetitions may be required. 


To Remove Tobacco Stains 


To remove tobacco stains: The grit 
scrubbing powders are usually satisfac- 
tory for application to tobacco stains in 
the form of a poultice. Stir the powder 
into hot water until a mortar consis- 
tency is obtained. Mix this thoroughly 
for several minutes and apply it to the 
stained surface with a trowel in a layer 
one-half inch thick. Leave this on until 
dry. Repeat if necessary. 

If scrubbing powder is not at hand, 
the following procedure may be used. 
Make up a soap solution by dissolving 
about one cubie inch of soap in a quart 
of hot water. In another vessel, make 
up a solution of sodium carbonate by 
dissolving one large tablespoonful of 
soda ash to the pint of water or two 
tablespoonsful of washing soda. 

Combine equal parts of these two 
solutions and apply a portion to the 
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stained surface with a mop or saturate 
a piece of cotton batting in the liquid 
and place it over the stain for a few 
minutes. Make up a poultice by mixing 
a portion of the soap and soda solution 
with powdered tale or whiting. Apply 


How To Get 
Clean Floors 


‘*What the Janitor needs is a few 
swift, terse strokes of thought that 
will register crisply on his cerebellum ; 
and then a few swift, terse strokes 
that will register crisply about half 
way between his cerebellum and the 
floor you want him to clean’’ 


Clean marble as you do 
your face. 


Wash it with clean water 
and clean white soap. 


Rinse with clean water. 


Do not use strong clean- 
ing powders for regular 
cleaning. 


Wash marble floors every 
24 hours whether they are 
dirty or not. 


this to the stain and leave until dry. 

There are other receipts for different 
stains and for different cleanings but 
marble once clean and free from stains 
may be easily kept so. And to this end 
there will be found no better receipt for 
marble cleanliness than that given by 
my friend, the practical marble man. 
“Clean your marble as you do your face.” 





Advertising Aid To Managers 


A plan for making publicity apply as 
specifically to each branch as to the 
main office has been used with great sue- 
cess by the First National Bank of De- 
troit, Mich. Booklets are issued in 
quantities that allow a certain number 
for each branch and on one of the front 
pages a paragraph reading as follows 
and containing a serial number is printed, 

“One thousand copies of this book 
have been printed and the type distrib- 
uted, of which this copy is number.... 

” 

Further personalizing the mailing 
piece, a halftone of the manager is tipped 
in on the inside front cover. Under the 
picture is .a paragraph something as 
follows: 

“Russel O. Gaston, manager, Grand 
River and Boulevard Branch Central 
Savings Bank. All of the many services 
described in the book are offered as 
freely at our branch as in the main of- 
fiee of banking headquarters, and I in- 
vite you to consult with me on their 
use. I am just as interested in keeping 
your account as jn getting it.” 

These booklets are used by the man- 
ager in soliciting new accounts and serve 
as his ealling card. When the booklet 
is opened to the inside front cover, the 
man who stands before the prospect is 
seen, and the message seems much more 
personal and for that reason is read and 
appreciated more. 

Needless to say, this plan has a won- 
derfully stimulating effect upon the 
branch managers. They take much more 
interest in the bank’s advertising than 
before this plan was inaugurated. 





New Building—More Business 


Many banks have lost money because 
they did not build a new building at the 
strategic time. 

It is difficult to find a bank that has 
built a new building without benefiting 
materially by increased deposits after its 
dedication. 


Most bankers with new buildings have 
found that there is a remarkable increase 
in morale among both employes and cus- 
tomers the minute the new building is 
occupied. 

One banker recently estimated that the 
interest on the cost of a new building 
would not amount to any more than the 
amount he was paying for the renting 
of billboards. The new building eventu- 
ally proved to be a more profitable med- 
ium, although the billboards were not 
discontinued. 


As I see America today, a pessimist 
is out of place and is probably a dys- 
peptie—Charles E. Mitchell, president, 
The National City Bank of New York. 
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THE MINERS NATIONAL BANK, POTTSVILLE, PA. 


(Note new low type of counterscreen which is becoming popular) 


UFFINGER, FOSTER & BOOKWALTER 


INCORPORATED 
FORMERLY 
MOWBRAY & UFFINGER 


INCORPORATED 
ARCHITECTS 
BANK EQUIPMENT & VAULT ENGINEERS 
221 WEST 57th STREET 
NEW YORK 


OU may be interested 

in data obtained 
through a wide experience 
in bank design; your in- 
quiry would be held in 
strict confidence. 








Letterhead Advertises Building 


The Federal-American National Bank 
of Washington, D. C., advertises the at- 
tractiveness of its new building by using 
a four page letterhead, the bottom sheet 
of which is wider than the top sheep. 
On the part of the undersheet that is 
exposed, are these words, “Views in our 
new bank.” The inside pages as well as 
the back page are used for attractive 
photographs of the interior of the new 
building together with descriptive mat- 
ter. This has proved to be effective ad- 
vertising. 


Advertising A New Location 


During the time its new building was 
being constructed, the Second National 
Bank of Washington, D. C., published 
on one page of its financial statement 
a diagram showing the location of its 


WE GROW and PROGRESS 





During the construction of our New 
Nine-Story Uptown Banking House and 
Office Building at 1331-1333 G Street, 
Our Uptown Office will be located at 
1336 New York Avenue. 
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1331 G STREET 
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Chart used on a statement to interest 
customers in the bank’s new location. 


new bank and the location of its old one. 
An arrow ran from the old location to 
the new one, indicating the move that 
was to be made when the building was 
finished. 


Answers To Common Questions 


A young man came into the bank with 
his father’s savings pass book and stated 
that his father, before he died, had given 
him the book stating that he was to have 
the deposit after his father’s death. Can 
the bank rightfully turn over the de- 
posit in a ease like this? A. No, the 
transfer of deposit can be made legally 
only through a will. 


Are building and loan associations 
subject to supervision by the banking 
department of a state? A. In many 
states they are. In a few states, they 
are subject to supervision by a building 
and loan association department. 
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Avoiding Forged Deeds 


A resolution recently passed by the 
District of Columbia Bankers <Associa- 
tion supplies a helpful suggestion for 
other banker’s organizations. It 
follows: 


is as 


Whereas, losses have resulted to banks 
and others through forgeries of deeds of 
trust and deed of trust notes, and 

Whereas, many genuine real estate 
notes are not readily salable to, or re- 
ceived as collateral by banks because of 
the lack of certainty of their genuineness, 

Therefore, be it resolved, that it is the 
sense of the members of the District of 
Columbia Bankers Association that all 
first trust real estate notes hereafter 
issued should be identified on the notes 
themselves by one of the recognized title 
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~you will find most helpful 
bank building information 


companies, or the member banks will not 
look with favor upon their purchase or 
acceptance as collateral for a loan, and 

That a copy of this resolution be sent 
by this association to the Washington 
Real Estate Board and to each known 
real estate broker and builder, with the 
request that they endeavor to comply 
with this, so that their real estate notes 
will be more readily purchased or re- 
ceived as collateral by banks. 

Whereas, it has been the experience of 
the member banks that too frequently 
the owners of real estate notes are not 
in a position to furnish to banks the 
proper papers to accompany a real es- 
tate note when it is desired to borrow 
from the banks and give said note as 
collateral, 

Therefore, be it resolved, that it is 
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the sense of the members of the District 
of Columbia Bankers’ Association that 
all real estate notes other than first liens 
should be identified and certified by 
the title companies, or at least by a 
notary public, and complete papers, in- 
cluding title certificate, insurance policy, 
and recorder’s receipt for the deed of 
trust, should be furnished in every in- 
stance where loans are requested against 
said notes as collateral, and 

That a copy of this resolution be sent 
by this association to the Washington 
Real Estate Board and to each known 
real estate broker and builder, with the 
request that they endeavor to comply 
with this, so that their real estate notes 
will be more readily purchased or re- 
ceived as collateral by banks. 


Yakima Charges ’Em 


The Yakima County Clearing House 
Association in the state of Washington, 
recently adopted the following schedule 
of charges: 

B. L. eash advanees—25 
change and interest. 

Drafts on correspondents—10 cents 
per $100; 10 cents minimum; 5 cents if 
under $10. 

Checks on ourselves—15 cents up to 
$25; upward, 25 cents and 10 cents per 
$100. (Member banks excepted if you 
wish ). 

Notes—25 cents minimum, adding 25 
cents per $100. 

Acceptances (as collection items) 25 
cents minimum; 10 cents per $100. 

Sight drafts (duns)—50 cents or re- 
turn unpresented. 

Installment contracts—if credited to 
account in bank, charge 10 cents per 
item. If remitted, charge additional to 
acceptance fee; 15 cents for items under 
$50; 25 cents for items from $50 to $100. 
For all amounts over $100, charge one- 
tenth of 1 per cent additional. 

Checks on banks—15 
minimum. 

B. L. or open drafts on shipments— 
25 cents minimum; additional optional. 

Checking accounts—50 cents minimum. 

Savings accounts—50 cents if with- 
drawn within 60 days. 

N. S. F. checks—25 cents. 

Escrow charges $2.50 and up. 

Credit reports—50 cents and up. 

Telegraphic transfer of funds by us— 
50 cents and exchange, plus cost of 
telegram. 

Printing names on checks—cost. 

Economie fillers—charge after 
outfit, optional. 

Economie covers—$2.00 for first outfit. 


cents ex- 


other cents 
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The Bank of Bay Biscayne of Miami, 
Florida, publishes a large panorama of 
the business district of Miami with its 
own building prominently labeled. This 
extends across the two inside pages of 
the statement. 
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Gun Shy 


In the “Talk of the Town” in the New | 
Yorker appears a skit which contains a 
dash of truth: “Paying tellers in large 
banks are probably the most timid souls 
in town. Each week for the past year 
we have quietly slipped a check through 
the bars of a handsome Fifth Avenue 
counting house and each week a young 
teller peers ruefully out at us and asks | 


Fe al 


softly, “Do I know you?” We always 


d N the heart 0 
tell him he does and always get our Washi f beauty appeals 
aici ae ae to cultured 
money. But the young man never feels aristocratic sub- d it 
*e » F b, the Takoma tastes, and its 
anything but frightened as he hands it to urd, 


convenient lay- 
out delights the 
practicalbanker. 


Park Bank has 
erected its build- 
ing. Its sheer 


us. Perhaps it is beeause his vice presi- 
dents are in such plain view, sitting 
t openly at their desks in the lobby or 
f walking slowly up and down getting 
; drinks of ice water. 
“The editor has actually had a young | 
clerk of the bank make a suggestion t» 
him, and then when the suggestion 
sounded good and we suggested he pre- 
sent it to his immediate superior, the | 
clerk was afraid of how it might be 
taken. Such business cowardice will | 
never take a clerk out of the doldrums 
of routine. | 
“The bank officer as well, who in h’s 
early days cashed a $10 check which 
proved to be no good and thereafter 
eyes every customer with rp emedl 
had a disastrous experience not because 








U. rges the Stranger to Enter 


WE see in one bank’s advertising the words “The Bank of 
Courtesy”, in another’s “you will like our Service’, in an- 
other’s “‘a sincere welcome to you”. Those banks mean just what 
they say. Their words speak the literal truth. 

But how cold is printer's ink when it speaks such sentiments. 
And how motionless are the phrases spread out on paper. There is 
no urge about them. They do not seem to touch your elbow to 
incline your footsteps. They suggest no action. ae 

More persuasive by far, is the message that the bank’s building 








of the loss of the $10 but beeause he eyes 


every customer with suspicion. 
a hunting term, he is not mueh good 
any more; he has become ‘gun shy.’ ” 


The Marine Trust Co., Atlantie City, 
New Jersey has a big spotlight over the 
entrance to illuminate the vault door. 
This light not only keeps the vault plain- 
ly in sight of passers-by but also has an 
advertising value. 

Albert B. Merrill, has succeeded the 
late Carleton A. Chase as president of 
the First Trust and Deposit Co., of 
Syracuse, N. Y., and is now the young- 
est bank president in that city. 


Harris Trust Elects New 
Directors 


At the annual stockholders meeting 
of the Harris Trust and Savings Bank, 
of Chieago, all of the existing directors 
were reelected, and in addition, John J. 
O’Brien, president of H. M. Byllesby 
and Co., and Frank MeNair, vice presi- 
dent of the bank, were elected directors. 


The ninth mid-winter trust conference 
of trust companies from all parts of the 
United States will be held under the 
auspices of the Trust Company Division, 
American Bankers Association at the 
Commodore Hotel, New York City, Feb- 
ruary 14, 15 and 16. 


can speak. A broad facade and a cheerful entrance, such.as this, 


To use | 


| will not fail to note it. 


invite meigh pi with an appeal so sincere and courteous that he 
This looks to him like welcome indeed, 


—a welcome suffused with a warm suggestion of cordiality and 


service to be found within. 


| Day and night, open or closed, the inobtrusive message of the 
bank’s building is being quietly seen and read by the people who 


| pass by. And what they read there these people understand. 
| TILGHMAN MOYER COMPANY 
| The Design, Construction and Equipment of Bank Buildings 


ARCHITECTS « ENGINEERS 


TH possibilities of the bank’s Building are 
not well enough estimated by many bank- 
| ers. Our booklet, “Building the Bank for 
| Business’, describes a number of points often 
overlooked. 

You can read the book in an evening. Still 
bankers in many states (from governors of the 
Federal Reserve to presidents in the country 
towns) write to tell us of the profitable ideas 
they have gotten from reading it. The coupon 
will bring a copy to you without obligation. 





TILGHMAN Moyer CompPANny, Allentown, Pa. 


Gentlemen: Without obligation, please mail 
me a copy of “Building the Bank for Business.” 


Name: 


Address : 











Avoid Foreclosures 


NLY two foreclosures during the life of the company is the re- 
markable record of the Guardian Trust Co. of Houston, Texas. 
The system that has made this record possible is described in 
an illustrated article to appear in the March issue of THE 


BANKERS MONTHLY. 


This magazine in its new form should be in the hands of every 


loan officer. 


Make sure that a subscription is sent in for each one 
in your bank who makes loans. 


Send No Money, Just send the list of names. 


THE BANKERS MONTHLY, 





536 S. Clark St., Chicago, III. 
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Principles of Window Display 


NE of the best books on window 

display we have yet seen is this 
one by James Hamilton Picken, publish- 
ed by A. W. Shaw Co. of Chicago. As 
the. name indicates, it deals with princi- 
ples and so covers the decorating of 
windows as advertising media for any 
kind of institution including banking. 

Many illustrations of good bank win- 
dows are used in the book. A number 
of these are the windows decorated by 
Arthur L. Bowen, who has been contrib- 
uting a series of articles to THE Bank- 
ERS MONTHLY giving ideas for bank 
window displays each month. Mr. Bowen 
decorates the windows of the State Bank 
of Chicago. 

As an example of the practical nature 
of this book, we quote here the principles 
of window display as laid down by 
Mr. Picken. 

1. The impression made by a window 
must be convincing—that is, it must be 
such as to avoid arousing questions, 
doubt, debate, or disbelief in the mind 
of the observer. 


2. Avoid anything in the display that 


distracts or side-tracks the observer’s 
attention from the message in the win- 
dow. 

3. Make your display idea or mes- 
sage easy to grasp. 

4. See that your window display de- 
livers a fulfilled message. 

5. Make your displays to emphasize 
the prospect’s advantage.—That is, make 
your appeal positive rather than nega- 
tive. 

6. Have the windows suggest a 
definite single course of action. 


Working from those principles, Mr. 
Picken develops in this 436-page book 
the working plans. For example, he 
takes up the question of backgrounds 
and shows what backgrounds are for and 
what they may accomplish. The subject 
of color is adequately treated. One 
chapter is devoted to window ecards, 
another to fixtures. 


There are so many good things in 
this book that a short review of this 
kind can not even indicate all of them. 

It gives a man with originality an 








HAT if your town és small? 


CREATIVE 
CoNsTRUCTION 


By 


| Bonpv-Husparp 


We maintain that, regard- 


less of size, every bank building should be distinctive. 
In addition to advancing this theory, we also demonstrate it. 
A recent example, The First National Bank of Hart, Michigan, is pic- 


tured above. 


create income, and in appearance 
architecture of distinction. 


The town has a population of only 2,000. The 
building that rivals many in the larger cities. 


ank has a 
It contains office rooms that 


th exterior and interior, it embodies 


Let us explain our guaranteed cost form otf contract, today, without 


obligation. 


gate noms COMPAN 
- + BANK BUILDERS .- - 


1461 First National Bank Building 


CHICAGO, ILL. 
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opportunity to use all of his own ideas, 
but serves as a guide to their use. The 
book was written after exhaustive study 
of the subject in special conferences 
with many of the best display men of 
the country. 

Windows are becoming of so much 
importance as a bank advertising me- 
dium that this book comes as a welcome 
addition to the banker’s library. 

The Principles of Window Display, 
published by A. W. Shaw Co., Chieago, 
Ill., price $6. 


King or Commoner? 


The Bank of the Manhattan Co. of 
New York has been featuring a series 
of informational booklets and the latest 
one known as Vol. 5 and entitled “King 
or Commoner” treats of the cotton in- 
dustry. Distribution has been given 
among banks in the cotton states as well 
as among a number of banks in other 
parts of the country. The booklet is 
a handy pocket size and is available to 
any banker. 


Analysis Of Prominent Securities 


A revised 1927 edition of “Studies in 
Securities” has just been received. The 
analyses of the 50 companies reviewed 
in this are most comprehensive and pro- 
vide the necessary figures and facts upon 
which you may base your own conclu- 
sion. 

As an example of the analyses here 
is an interesting quotation from the 
analysis of the Air Reduction Co. 

“The Air Reduction Co., now making 
its record for the second decade of its 
corporate life seems established on an 
annual earning power basis of well over 
$20 a share available for dividends and 
depreciation. Record in the ten years 
ended 1925 of $94 a share aggregate 
net of which $41 a share was charged 
off for depreciation of plants and amor- 
tization of patents, $30 paid in dividends 
and $23 surplus kept in the property, 
laid a splendid foundation. 


“In 1926, the first year of its second 
decade, Air Reduction Co. earned $20 
a share after expenses and taxes, of 
which $9 was charged off for reserves, 
indicating as yet no let-down in the 
management’s obviously liberal depre- 
ciation policy. It is known depreciation 
on property is charged off at annual 
rates ranging from two per cent to 
25 per cent and amortization of patents 
in sums computed to entirely provide 
for them by expiration. Thus as of 
December 31, 1926 plants were carried 
net at $6,544,000 after reserves of $6,- 
889,000, and patents of $588,000 after 
reserves of $1,988,000. Clearly the re- 
ported earnings for stockholders have 
been soundly arrived at after such lib- 
eral charge-offs, even admitting the tech- 
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nical nature of the company’s business. 
An eminent chemist and corporate ex- 
ecutive once said: ‘You must remember 
that a hoary-bearded professor in his 
laboratory with a test tube in hand may 
wipe out a million plant investment;’ 
and Air Reduction management have 
apparently the same idea. The depre- 
ciation policy has been an outstanding 
feature of this company.” 

Studies In Securities, Jas. H. Oliphant 
& Co., New York and Chicago. 








$2,000,000 in Six Months 


Setting a job for themselves of secur- 
ing an additional $2,000,000 in deposits 
in two years, the directors of the Peoples 
National Bank of Elizabeth, N. J., se- 
cured that amount in six months. This 
is an increase of 75 per cent in tota: 
deposits. 

The story is recorded on page 64 of 
the December 22 issue of Printer’s Ink. 

Weekly meetings of the campaign com- 
mittee made plans and another weekly 
meeting received reports. The second 
meeting was attended by all the directors 
and one of the features was the assign- 
ment of names to each director. These 
names were mostly chosen from the city 
directory. 

As the names were read, each director 
selected those whom he thought he could 
handle. About 100 new names were as- 
signed at each meeting and divided be- 
tween the 17 directors. Twenty-four 
hundred prospects were actually called 
on by directors and 374 individual 
checking accounts and a large number 
of new savings accounts were secured. 


F. A. A. Year Book 


The Financial Advertisers Associa- 
tion’s new year book—equivalent to a 
post-graduate course in Financial Ad- 
vertising—is just off the presses and is 
going into the hands of the association’s 
members. 

This new year book contains nearly 
five hundred pages of meaty matter 
relative to the expanding subject of 
financial advertising. A complete re- 
port of the West Baden Convention— 
the addresses and discussions which fol- 
lowed each talk—will be found in this 
book. The problems of the small bank 
are covered as well as those of large 
institutions. 


The Trend Toward Common Stocks 


as Investments 


Lawrence Chamberlain in the January 
issue of “World’s Work” makes these 
interesting remarks on this subject. 

“Tf true investments are loans, then 
any tendency on the part of the capital of 
the masses away from mortgages, sav- 
ings banks, bonds, and the like spells 
a day of reckoning. 


“Stocks, however, suggested an allur- 
ing way out of the situation created 
by the condition of rising prices that 
this country experienced from 1896 to 
1920, the stockholder is a part pro- 
prietor and sits at the opposite end of 
the commodity price see-saw from the 
bond owner, who is a ereditor. What 
can be more obvious than that the propri- 
etor who is a borrower, gains during the 
upward trend of pri¢es when the investor, 
the lender, loses? 

“So the great investing public, like 
the giant in the fable, after a sleep of 
decades, is now aroused by the constant 
prodding of interest payments and prin- 
cipal payments, and slowly but surely 
determines to do something about it.” 


Fore.gn Trade Possibilities 


Merryle Stanley Rukeyser in Nation’s 
Business for January quotes Frank A. 
Vanderlip, former president of the Na- 
tional City Bank of New York as fol- 
lows: “The world’s trade had been grow- 
ing from 1900 to 1913 at a rate of 6% 
per cent a year. If growth had con- 
tinued at that rate, the total world ex- 
change of commodities would have been 
twice what it was last year instead of 
only about equaling the pre-war figures. 
Actually, however, Americans doubled 
the value of their exports in that period. 
I believe that we are on the threshold of 
a development of foreign trade that will 
make any totals thus far attained seem 
lilipution in the next ten years.” 
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First National Bank of Huntingdon, Pa. 


bp placement of the vault door is 
always important. Here, at the center 
of the rear wall it has an architectural 
setting which gives it just the right 
degree of emphasis. 


We specialize on this type of Bank and Office Building 


HOPKINS & DENTZ 


BANK ARCHITECTS 
VAULT & EQUIPMENT ENGINEERS 


OUR ILLUSTRATED BROCHURE SENT ON REQUEST 





LAND TITLE BUILDING 
PHILADELPHIA, PA. 
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New Detroit Merger 


John R. Staley, president of the Peo 
Bank of Detroit and Julius H. 
Haass, president of the Wayne County 
and Home Bank, 
nounced a merger of the 


ples 
Savings have an 
institu- 
tions under the name of Peoples Wayne 
County Bank. Mr. Haass will become 
chairman of the board and Mr. Staley 
president of the new institution. 


two 


The boards of directors and the entire 
official and clerical staffs continue 
to serve in their respective capacities. 
The head office of the bank wll be in 
what is now the main office of the Peo- 
ples State Bank and what is now the 
main office of the Wayne County and 
Home Savings Bank will be 
the Griswold-Michigan office. 


will 


known as 


First National in St. Louis 
Absorbs International Bank 


The First National Bank, St. Louis’ 
largest financial institution, absorbed one 
of the oldest and strongest of the smaller 
banks of St. Louis, the International 
Bank, at the close of business Saturday 
Jan. 7, 1928. 

The entire business and personnel of 
the International Bank ineluding a staff 
of about 35 employes and officers will 
be taken over by the First National 
Bank. G. Riesmeyer, Jr., who is presi- 
dent of the International Bank will be- 
come a vice president of the First Na- 
tional Bank. 


Union Trust of Cleveland Adds 
Director and Officers 


E. F. Carter, president of the Ohio 
Bell Telephone Co., was elected a direc- 
tor of The Union Trust Co. of Cleveland 
at the annual stockholders meeting. 

R. S. Crawford, seeretary and treas- 
urer is now vice president and secretary 
of the Co., assistant vice presidents, P. T. 
Harrold and C. W. Carlson, were made 
vice presidents; Assistant vice president 
C. B. Anderson was made treasurer and 


Air Mail Is Safe 


A million and a half 
miles of air mail flying 
without loss of life or of 
cargo. That’s the record 
of the largest private air 
transport operator in 
America, The National 
Air Transport Inc., 
which carries the mail 
over the New York- 
Chicago - Dallas Lines. 


assistant treasurers R. L. Williams and 
C. F. Heil are now assistant vice presi 
dents. 


Soldier and Saver Too 


Enlisted men of the army in the last 
55 years have saved an aggregate of 
$62,215,243.22 upon which interest at 
the rate of four per cent aggregating 
$3,748,968.19 has been paid. 
to a statement by 
War. 

In the 54 years that the government 
through the War Department has been 
acting as a savings bank for enlisted 
men of the regular army, it has served 
a real purpose. The rules are that en- 
listed men may deposit in sums of not 
less than $5 and that upon deposits of 
not less than $50 remaining for a period 


According 
the Department of 





WILSON 
VENETIAN BLINDS 


Keep out the glare, let in the air. 
Control light and _ ventilation. 


For banks, offices, etc. 


Send for Catalogue No. 47. 
THE J. G. WILSON CORPORATION 


MORRIS S. TREMAINE, President 
11 East 38th Street, New York City 


Established 1876 -i- 


Offices in principal cities 


of six months or longer, interest will be 
paid at the rate of four per cent per 
annum. These deposits are returned to 
the soldier with the accumulated interest 
upon his discharge. 


Oklahoma Bankers Hold 


Convention 


Perey Zerby of Supply was elected 
president of the Oklahoma State 
Bankers Association and J. P. Gibson 
of Elmore City was chosen seeretary- 
manager, D. J. Chambers, Quapaw, was 
elected vice president; Fred Comstock, 
Frederick, vice president; and J. B. 
Lueas, Jr., Picher, treasurer. 


Ohio Cashiers Get Together 


The cashiers of the banks in Darke 
eounty, Ohio have regular monthly 
meetings. These are round table meet- 
ings in which any problem of bank opera- 
tion may be brought up. These meet- 
ings have proved to be unusually profit- 
able, not only from the standpoint of 
the spreading of information and ex- 
periences, but also from the standpoint 
of keeping the banks cooperating with 
each other. 


National Bank of Republic 
Leads in Earnings 


The net earnings of the National Bank 
of the Republic of Chicago for 1927 
were $1,564,000, after making provision 
for all possible losses and depreciation. 
This is equal to 39.10 per cent on the 
capital stock and 21.65 per cent on the 
average invested capital of the bank and 
its affiliated companies. This compares 
with the 1926 figures, which showed 
earnings of $1,243,000, equal to 31.09 
per cent on the capital stock and 18.54 
per cent on the average invested capital. 
The percentage of earnings on invested 
capital is the largest reported by any 
large Chieago bank. 
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The giant at your elbow 


NE of the mightiest of modern- 

day banking servants is the 
Rand MeNally Bankers Directory 
(Blue Book). 


It is a comprehensive volume of 
facts, figures, data and information 
on banks and bankers that could not 
possibly be assembled by other than 
a group of specialists trained and 
re-trained for just such a task. 


If sold individually as a service its 
cost would run into a staggering sum 
of money that scarcely the largest 
bank could afford. 


With the mass production of the 
world’s largest banking publishers 
behind it, the cost of THE BLUE 
BOOK is distributed through a group 


of 20,000 banks, where it is constantly 
in use. 


Thus, its price to you is written in 


two figures instead of six. Can you 


afford to be without it? 


Further, can you afford to be with- 
out the latest edition? With some 
269,000 changes and revisions, the 
new January 1928 BANKERS 
DIRECTORY soon coming from our 
press should promptly replace its 
predecessor on your desk. 


Every single copy of the last edition 
was placed before it was printed. 
We’ve had to refuse orders for it 
from banks we hated to inconven- 
ience. Help yourself and us by 
ordering your January 1928 BLUE 
BOOK now. 





THE BANKERS DIRECTORY 


Rand McNally & Company, 
536 South Clark St., Chicago, Ill. 


RAND MENALLY & GomirPANY Fpesese 


Please reserve............ copies of the January 
edition and bill us when issued at $15 for each volume. ~ 


Largest Publishers of Banking Publications 


in the World aE Ra Serr 


CHICAGO NEW YORK SAN FRANCISCO 


City.... State 
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TECTING YOUR VAULT 


— Getting More Revenue from Them 





Texas Guns for Bandits 


One dead bandit—$5000 
One live bandit—nothing 


ROM August 1 to November 1, 1927, 

12 Texas banks were robbed of an 
average of $1,500 each by daylight 
holdups. And the robbers got away. 

The Texas Bankers’ Association 
through its president, W. M. Massie, 
proposed to its members that each one 
agree to pay $5 for each dead band't 
killed while robbing a Texas bank. 

Twelve hundred banks responded im- 
mediately and with enthusiasm. Aec- 
cordingly, the association offered $5,000 
cash as a standing reward for each dead 
bandit. 

This offer was given wide publicity 
not only in Texas but throughout the 
country. The only opposition was from 
court house attaches and from a few 
sentimental newspapers. In the large, 
however, everybody enthusiastically ap- 
plauded these drastic measures to cope 
with the drastic situation. 

The association explained that the 
reason it did not- want live bank robbers 
was because lawyers had been causing 
court delays, judges had been imposing 
suspended sentences and governors were 
too prone to pardon. 

The award was offered November 15. 
On November 25, two men were killed 
at Odessa, while robbing the Citizens 
National Bank. Within 24 hours the 


W. M. Massie, president of the Texas Bankers’ Association 
signing the $10,000 check pictured at the right. 
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The Situation 


Criminal lawyers caused 
court delays. 


Judges imposed sus- 
pended sentences 


Governors were prone 
to pardon 


Result — 12 successful 
holdups in 12 weeks 


The Solution 


Texas bankers offered 
$5000 for each dead 
bandit 


They bought two at 
that price 


Now the supply seems 
to be exhausted 


An easy plan for other 
states 





TEXAS BANK ERS ASSOCIATION 


port. REEDER WEBB, SHERIFF or ECTOR COUNTY 
TEN THOUSAND & wo-top 


DhAU BASK ROBKERS 
w.4 


LIBERTY STATE BANK, Dolias 
© WENDARIE, Deemer 


association had its check for $10,000 (a 
photograph of which is reproduced) 
hanging in the Odessa bank’s window. 

This also received wide publicity. Of 
course, the bandits of the state noticed 
it as well as others. There is now posted 
in each bank a large ecard announcing 
the reward, and whenever an advance 
man for a gang of bandits enters a bank 
he is eonfronted with this reward an- 
nouncement, “$5000 reward for a dead 
bandit.” 

But the two dead bandits are not the 
only results from this campaign. Courts 
and juries have speeded up in dealing 
out justice. 

Five bank robbers were tried within 
a month after the reward was offered. 
One received the death penalty and 
this is the first time in the history of 
the state in which a bank robber has been 
sentenced to death, although the statute 
under which this sentence was given, has 
been on the books 50 years. 

Three other robbers received 99-year 
sentences and the fifth man received a 
40-year sentence. All of these convic- 
tions were made by juries after only a 
few minutes deliberation. One 99-year 
sentence was given after only four 
minutes of consideration. 

Association officials say that they be- 
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The check that bought two dead bandits. This is evidently 
the most effective means of preventing holdups in Texas. 
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lieve the plan is going to end bank rob- 
bery in Texas. 

Before this reward was offered, there 
were three holdups a week. Up to the 
time this article was written (16 days 
following the Odessa holdup) no bank 
had been tried by the “stickup” men. 


Where the Bandits Strike 


The report of R. C. Saunders, Manager 
of the protective department of the Illi- 
nois Bankers Association for the past 
year is unusually helpful. [Illinois is 
fairly well organized with the town guard 
system, but there are still towns that are 
not organized and apparently there are 
banks without burglar alarms. 

The record of burglary showed ten 
attacks. Only one of these banks had 
a burglar alarm and in that ease there 
was no loss for the burglars were fright- 
ened away. 

In another ease, the bank had gas pro- 
tection in its vault and in this case there 
was no money lost, but there was a prop- 
erty damage of $360. 


There were six attempted daylight | 


holdups and four of these were in places 
where there was no town guard. In one 
of these places, the money was recovered 
and the bandit committed suicide when 
cornered by the town guard. In the 
other ease where there were town guards 
they were away from town and no pro- 
vision had been made for someone to 
take their places when they were gone. 

The record for the year, however, is 
really good when you consider the total 
The total loss from burglary 
was $725.55 in money and property 
damage of $2,088. The total loss from 
robbery was $15,098. This is a great 
deal less than before the state was or- 
ganized and certainly far less than some 
of those states that have been having 
an epidemic of holdups. California, 
Oklahoma and Texas have been particu- 
larly unfortunate in this respect. 

The bank that lost the most money in 
Illinois during the year through a robber 
did not cooperate in the organization of 
the town guard movement. Its alarm to 
the police station was out of order and it 
kept a larger amount of currency than 
necessary for the convenient operation 
of the bank in its eage where it was 
readily available to a hold-up man. 

Another lesson to be learned is to not 
leave the bank alone with one person at 
any time. One of the banks held up 
was in the habit of closing at noon but 
occasionally after the bank was opened 
after lunch there was only one person 
present. 

The robber in this ease spent three 
days studying his plan of attack. Dur- 
ing that time he was loafing around a 
small town with an automobile that had 
no license plates. No one made the 
slightest effort to ask this stranger his 
business. No police officer questioned 


losses. 











his not having license plates. 

This is the height of carelessness both 
on the part of the bank officials and 
citizens in general. 

Another case of carelessness resulted 
in a loss to the bank. A father and son 
run this bank and the son had gone to 
the postoffice and the father had gone 
into the back room. The robbery oc- 
curred early in the morning before the 
bank was open fgr business but the 
bank’s entrance was left open and the 
thief walked in, helped himself to nine 
$20 bills and strolled out. The thief was 
caught and the money recovered but the 
expenses of investigation and the legal 
costs amounted to several hundred dol- 
lars. 





Guns or No Guns? 


It is rather surprising to learn what 
diverse opinion exists as to protection 
against hold-up men. At a meeting of 
the bankers of Washington, D. C. re- 
cently held, expression was asked on this 
point and the report is that the feeling 
seemed to prevail that the less bank em- 
ployes are encouraged to use firearms, 
the better. 


One representative stated that his 
bank had rid itself of all the revolvers 
that the tellers previously had. 

On the other hand, other banks have 
gone in for target practice and keep 
their employes trained in the use of fire- 
arms. 









Here are some of its fea- 
tures: 

Rental contracts 
Individual, corporation, 
etc. 

Entrance tickets 

Lost key affidavits 

Control card 

Box surrenders 
Lost key methods 
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offers a complete New Plan of 
Safe Deposit Vault Operation 


Send for detailed information of 
this plan showing how it oper- 
ates with the “Yale Sealed 
Key” Lock. 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 
YALE MARKED IS YALE MADE 









CONTROL RECORD CARD 





Vaults No Longer Tombs 


Four devices now available to prevent 
bank employes from being suffocated 


when locked in vaults by bandits. 


ANKERS afraid of 

being suffoeated when locked in a 
vault by bandits if they, will provide 
themselves with any one of four or five 
devices that are now available. 

One of vault ventilator. 
This is a very simple device. It is a 
two-inch pipe made into the wall of the 
vault and then plastered over on the 
outside. It is so constructed that the 


need not be 


these is a 


plaster may easily be knocked off when 
someone is locked inside and the pipe 
may then be used as a port hole through 
which to shoot the bandits as they de- 
part. An electric motor is provided to 
generate a current of air. 

One or two companies have put on 
the market a device to prevent the vault 
door being locked or to enable anyone 
inside to open it after it is locked. 





fy 


100% Visibility for you. 
Your fingers are down 
out of the way. The 
dial. reading is right 
before your eyes. 





100% Invisibility for 
others. Little “ blinders” 
reveal dial readings to 
you alone. Remainder 
of dial is concealed. 


The New Sargent & Greenleaf 
SINGLVISION DIAL 


(patented ) 


unlocks chests, lockers, safes 
with less trouble, greater safety 


Ask your 


vault man 


Your new or your 
present equip- 
ment can be sup- 
plied with Singl- 
vision Dials, at 
small cost, by the 
vault manufac- 
turer who services 
your institution. 
Or, we'll be glad 
to send you com- 
plete details. Use 


the coupon below. the world. 


The knob is down out of the way. All 
numbers but the ones you want are 
hidden. Blinders keep out curious eyes, 
but permit light to enter. Snap these 
blinders shut, when not in use, and pad- 
lock the dial.... A faster, safer, better 
dial, machined with the thoroughness 
that has given Sar 


ent & Greenleaf 
locks first call in S 





anks throughout 
Side view of the 
Singlvision Dial. 


Sargent & Greenleaf Inc. 


ROCHESTER 


For 63 years makers of good bank locks or 
Lockers, Emergency Doors, Tellers’ 








Sargent & Greenleaf, Rochester: 


NEW YORK 


Main Vault Doors, Vault Day Gates, Cashiers’ 
Cages, Safe Deposit Boxes, Grille Gates 





Please send further details about your Singlvision Dial, for use on 








(state character of equipment and whether new or in use.) 


Name 


ee ——————— 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





© International 

These men enjoyed themselves while 
locked for 12 hours in an air-tight 
vault. The article tells how it was done. 


These devices are rather inexpensive and 
certainly offer a real protection. 

Some bankers simplify matters by 
locking the door open when it is opened 
in the morning. The time lock is set 
so that the vault can not be closed until 
the proper time. At least not without 
considerable trouble. 

Another device is a eylinder of oxygen 
equipped with a regulator arranged to 
supply oxygen at the rate required by 
the number of persons in the vault, to- 
gether with containers of a_ special 
chemical that is spread on the floor to 
absorb the carbon dioxide given off in 
breathing. 

This device is said to be simple to 
operate and instructions for its use, in 
case of emergency, are plainly printed 
on the cabinet. In a test recently made 
with this device, the three men shown 
in the picture remained in a locked and 
sealed vault for 12 hours. Persons en- 
tering the vault immediately after it was 
opened said that the air did not seem 
heavy inside. The man standing in the 
picture is Robert R. Rhodes, inventor of 
what he calls a Vault Oxyfier. 


Where is Your Bank’s Weak 
Spot? 


One of our Editors recently visited a 
certain large bank which, of necessity 
carries a great deal of cash in its vault. 
He was shown through the vault and at 
every turn found an armed guard. Then 
he was shown where the money is loaded 
into the money truck in an areaway. 

This areaway was open at both ends 
and provides an ideal place for a holdup. 
It is easy for bandits to determine just 
where guards are placed, what money 
is being loaded, and the banker admitted 
that this is a weak spot in the protee- 
tive system. 

Look about your bank now and try 
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to discover the weak spots. That is 
exactly what bandits will do before they | 
try to hold up your institution. Take 
measures to protect these weak spots 
and you may avoid a serious loss and | 


possible loss of life. 


Sure Shots About Bandits 


If you have a foot alarm in your bank, 
step on it as you raise your hand in 
response to the command “stick ’em up.” 


oe 


Bandits are usually more nervous 
than the man behind the window. 


Bandits cannot stand unexpected | 
noise. 


———_)——— 


Delay is something that worries * 
bandit. 
| ——0——_ 
Bandits do not hold up banks that | 

are prepared to fight them. | 
| —_—_—_—_— 
t >: ° . 
! Preventing a Get-a-way 
L 


The Nebraska Bankers Association in| 
considering a plan for blockading roads 
near the edges of towns that are likely 
to be visited by bank hold-up men. It 
is only a suggestion so far, but it is being 
given serious consideration. In some 
eases, such blockades have been made by 
farmers who have been notified and they 
have simply run wagons and other farm 
machinery across the road. This slows 


ew en és 


up the bandits and enables the town 
guard or vigilantes or the sheriff or 
police to “get a crack at them.” 

It may be possible that some sort of | 
a device as is used to close the entrance 
to draw bridges might be used. Such 
device consists of wire cables that are 


ma S| Fone Ee lw 


let down across the street. They are 
strong enough to stop even a_ heavily 


. loaded truck. 
4 
Vigilantes Provide Publicity 
“The greatest good,” says <A. G. 
Brown, president of The First National | 
rl Bank of Greencastle, Ind. “that has | 
y come from our campaign against bandits 
is the recognition by the people of the | 
t various communities of Indiana that it 
" is within their power to keep crime down 
1 to a minimum. The vigilante system 


has kept them in closer touch with the 
s situation.” 


| hae | 


: One bank keeps its sawed-off shot 
1 guns standing in prominent places near 
the officers’ desks for the moral effect it 
has on any prospective bandit entering 
‘ the bank. 











Factory and General Offices: Canton, Ohio 





Protection for men as well as for 


money in. Diebold Vault Doors 
Bear: or burglars seldom attack a Diebold vault door 


at night, particularly when the door is equipped with 
the new protection against steel cutting torches. 


But daylight robbery attempts are on the increase! 


Almost daily we read of daylight holdups where bandits 
force bank employees into the vault at the point of a gun 
and lock them in. 


This cannot happen with a vault door equipped with 
a Diebold Automatic Locking Device. This device elim- 
inates any possibility of the banker or his employees being 
locked in. Diebold is the only door providing adequate 
protection against this increasingly prevalent method of 


bank robbery. 


Like the Thermatic Locking Device, protecting against 
cutting torches, this Diebold feature is built into the 
door and must be specified when the door is ordered. 


THE DIEBOLD SAFE & LOCK CO. 
CANTON, OHIO 


IEBOLD te 


ASK. YOU R. 


Direct Factory Representatives in all Principal Cities 
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CURITIES AND INVESTMENT 


eC to Buty, How toAnalyze,How to Aotdise Customers. 






Principles Of Bond Analysis 





Higher-priced crops are often raised from irrigated land 


and the yield is always increased. 


RRIGATION bonds lend themselves 

to analysis from two rather well de- 
fined viewpoints: First, the factors 
establishing the intrinsic and potential 
security of the bonds. Second, the con- 
ditions affecting marketability of the 
bonds after the fundamental security 
thereof has been satisfied. 

Let us then first outline the features of 
an irrigation district and its financing, 
which affect its bonds from an abstract 
investment standpoint: 

Under this heading, such analysis as 
the following would be classified. His- 
tory of the district, the extent of agri- 
cultural and water development, crops, 
past profits realized per acre from the 
various uses made of the land, size of 
the district and irrigable acreage, loca- 
tion with reference to markets, source 
of water supply, cities, schools, recrea- 
tional advantages, soil conditions with 
special reference to the economic results 
following years of cultivation, established 
supply of water as to amount, season, 
location (whether surface, or under- 
ground, riparian or appropriated, stream 
flow or flood run-off), water storage, 
amount developed, amount capable of 
development, seepage, evaporation, cost 
of development including canals and 
laterals, land owners, residents or non- 
resident, nationality, number and aver- 
age acreage of holdings, nature and ex- 
tent of land improvements, past financial 
record of the district, particularly as to 
prompt payment of interest and princi- 
pal, default, tax delinquency—Tazx 
budget, the economy of its administra- 
tion. 

Of course the need, purpose and feasi- 


60 


bility of the improvement for which the 
financing is being undertaken should be 
approved by professional reports from 
engineering, agricultural, appraisal and 
legal experts. 

Oftentimes areas can be found where 
some agricultural development has been 
in progress for a number of years but 
on a very desultory basis with corres- 


Applied To Irrigation Bonds 


How an issue is tested to determine its value 
and to determine price and interest rate. 


By C. J. THORSON 


Treasurer, California Bank, Los Angeles 


pondingly limited results—results which, 
if solely used in analyzing proposed 
bonds of such an irrigation district, 
would probably cause the bond under- 
writer and the investing publie to with- 
hold the desired financing assistance. 
However, in many such localities, ex- 
pert analysis reveals economic poten- 
tialities that are sufficient to justify a 


An Outline Of 
Irrigation Bond Analysis 


THE DISTRICT 


History 

Farm development 
Water development 
Crops grown 

Profits from farming 
Irrigable acreage 
Available markets 
Source of water 
School facilities 

Soil condition 
Present water supply 
Water storage possibilities 
Land ownership 
Financial record 

Tax budget 

Local government 


ITS POSSIBILITIES 


Change in use of land 
Introduction of livestock 
Increase of population 
Increase in farm profits 
Increase of taxes 
Transportation 


ANTICIPATED RESULTS 


Salability of land increased 
Increased productiveness of soil 
Increased acreage in crops 


Cost of crop production reduced 
per dollar of sale price 


Addition of new crops 


Crops better adapted to available 
markets 


FINANCIAL CONDITION AFTER 
ISSUE IS FLOATED 
Increase in assessed valuation 


Total indebtedness 


Obligations for operation and 
maintenance of project 


Cost per acre for water 

Taxes per acre 

Ratio of total annual charges per 
acre to estimate net income 

Income from surplus water or sale 
of power 
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Joan to the district for the development 
thereof. Such possibilities would in- 
elude a change in the use made of the 
land. For example, the raising of al- 
falfa and feed in conjunction with main- 
taining a dairy herd might give a return 
per acre, as compared with a crop of 
deciduous fruits, which might be able to 
justify the financing for the develop- 
ment of the necessary increase in avail- 
able water. 

In California, the growing demand for 
country homes of small acreage, by 
owners not entirely dependent upon crop 
returns, brings a potentiality into the 
analysis of a district, which has mate- 
rially influenced the attitude, of invest- 
ment bankers and investors in absorb- 
ing the securities of such districts. An 
example of this development is now go- 
ing on in the Vista Irrigation District 
between Los Angeles and San Diego. 


Economic Results Anticipated 
After Financing 


The analysis which falls under this 
heading, of course, is the primary basis 
for considering the loan. Obviously, the 
data to be reviewed in the most exacting 
manner, is that relating to the sufficiency 
of water, and the cost of applying it to 
the land. If it is a new district involv- 
ing colonization and planting, it is ex- 
tremely important to be satisfied as to 
the ready salability of the land and its 
actual settlement with farmers ready to 
accomplish its fullest development. 

In this regard, the productiveness of 
the soil and the crops proposed to be 
raised is of fundamental importance, 
as, unless each acre of land becomes self 
supporting and produces a reasonable 
profit to the farmer, over and above his 
cost of operation, taxes, ete., the district 
as a whole is bound to suffer financial 
difficulties sooner or later. 

The experiences of some of the re- 
eently-formed districts following the 
drought, hoof and mouth disease, drop 
in land values, ete., are examples as to 
how a distriet which was well conceived 
on paper ean get into miserable finan- 
cial trouble as a result of depending too 
much upon the sale of land and the re- 
sulting colonization thereof, combined 
with insufficient proven diversification as 
to the uses which can be made of the 
land, from which the farmer ean realize 
an immediate cash return. 

This analysis also includes many of 
the economic factors referred to, but 
from the standpoint of estimate and de- 
duetion, as compared to the actual re- 
sults revealed by the previous history of 
the district. Transportation, both rail 
and highway, climate, its effect from 
the standpoint of both crops and human 
living conditions, domestic water supply 
—drainage and the effect of increased 
irrigation upon the soil with the attend- 
ant possibilities of artificial drainage by 
pumping, sufficiency of water to meet 





the water duty required for diversified 
crops, relation of marketing costs to the 
estimated production per acre, financial 
and moral responsibility of present and 
prospective land owners, demand and 
prices for the land and the various crops 
which have been determined by experts 
to be the most feasible to raise on the 
land within the district, are some of the 
many things which the investment bank- 
er serutinizes most carefully in consider- 
ing the economic features of an irriga- 
tion district bond. 

The many hazards of nature should 
also be contemplated by expert reports, 
such as hail, frost, wind, flood, blight, 
and destructive insects. 





When your depositors 





This analysis includes carefully-pre- 
pared resume of the district’s proposed 
assessed and actual valuation, its direct 
cbligation bonded indebtedness and other 
forms of indebtedness in ratio to such 
assessed valuation, its pro-rata share of 
the indebtedness and general tax levy 
of other political subdivisions of which 
the district in question is a part, the 
eurrent obligations to be ineurred by 
the district for operation and main- 
tenance of the irrigation system; all of 
which is finally reduced to a net ratio 
of indebtedness per acre, and annual 
cost per acre for the duty of water pro- 
perly required in that locality, and the 
total tax obligation per acre, including 


invest 


We are always in a position to 
help you in advising those of your 
depositors who may be seeking 
bond investments. Our lists include 


a variety of issues suitable alike 





for your bank’s own funds or for 


the investment funds of your 


depositors. 


You can easily keep in touch 


with this broad market through 
our special Bankers’ List. We will 


send it regularly upon request. 





The National City Company 


National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 
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principal and interest requirements on 
The ratio of 
total annual charges per acre to a con- 


the proposed bond issue. 


servatively estimated net income per acre 
is the final test as to estimated ability 
of the district to promptly meet prinei- 
pal and interest on its bonds. 

As an offset to the various forms of 
liability discussed there is also analyzed 
the revenues which may be received by 
the district annually from the sale of 
surplus water, and if the district 
undertaken a _ hydro-electric 
ment, 


has 
develop- 
profits after, 
liberal estimates of operating expense, 


conservative net 





depreciation, fixed charges and neces- 
sary reserves, would make an offset to 
the current costs per acre which would 
very materially strengthen the credit 
standing of the district and therefore 
make the price and interest rate of its 
proposed bond issue more favorable to it. 

Obviously the financial condition of 
the district will so directly reflect its 
business management that the personnel 
of the board of directors, officers and the 
individual charged with the management 
of the project are checked most eare- 
fully. 

Enough for the striet eeconomie and 


New Uses ... New Plant... 
Add to the Property Behind 
Bell Telephone Securities 





More and more, people are relying upon the telephone 
for the transaction of their daily business and social 
affairs. More than 700,000 telephones are added to the 
Bell System each year. Each year nearly a billion more 
telephone calls are made than were made the year before. 
The “Long Distance” habit is rapidly expanding. 


Some vital facts about A. T. & T. as an investment: 


Bell System Service has grown and is growing with the 
nation. Its management is far sighted, conservative, and yet 
progressive. The system has a plant investment of more 
than $3,000,000,000. It operates more than 55,000,000 miles 
of wire, of which 37,000,000 miles are in underground cables. 
A. T. & T. owns more than 91% of the combined common 
stocks of the Associated Companies in the Bell System. 


Write for booklet “ Some Financial Facts’. 


BELL TELEPHONE 
SECURITIES CO. Jue. 





195 Broadway Rf 
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technical analysis establishing the in- 
trinsic security and investment value of 
the bond. We now analyze the bond 
from the second viewpoint, previously 
referred to—its marketability. 

In the first place, irrigation district 
bonds are not generally salable outside 
of the state in which the district is 
located unless it appears to be an un- 
usually large project and has collateral 
revenue such as that derived from hydro- 
electric development. The Merced Irri- 
gation District of Merced County and 
the Salt River Valley Water Users Asso- 
ciation of Arizona are samples of the 
type of districts that have been able to 
establish their outside of 
markets. 


bonds loeal 


Why Education Is Needed 


In the second place, it should be re- 
membered that a very large percentage 
of our citizens have come from states 
which do not require irrigation for land 
development, and accordingly they often 
fail to appreciate that the securities 
issued for such purposes can be 
fundamentally sound investments. 

In addition to this attitude, there are 
many people who are prejudiced against 
irrigation district investments, either for 
no particular reason or because they may 
be familiar with the failures of 
irrigation districts. Consequently, to 
determine the marketability of such a 
bond it is necessary to analyze and con- 
sult the investor’s viewpoint probably 
more than is true with any other class 
of security. It has been said that it is 
always a “Buyer’s Market” when it 
comes to selling irrigation securities. 

Furthermore there are often prejudices 
even among investors who frequently 
buy irrigation district bonds, which pre- 
judices relate to certain districts, or 
arise out of the limited diversification of 
the crops which may be raised in said 
district or the uncertainty or lack of 
sufficiency in the water supply, or the 
general class and number of people own- 
ing the land of the district, or a pre- 
judice which represents an uncertainty 
as to man’s ability to reclaim certain 
classes of land, as that of the Mohave 
Desert, against the destructive 
of nature. 


made 


some 


forces 


How To Determine The Market 


The method usually followed in ascer- 
taining the viewpoint of the limited num- 
ber of buyers of this class of obligation 
is to analyze recent trading transac- 
tions in bonds of a similar class as far 
as intrinsie security goes, but which have 
been on the market for some time. The 
price at which such bonds have been 
bought in relation to the interest rate 
which they bear computes the invest- 
ment basis. For example: A 15 year 
54 per cent bond bought at 95.10 nets 
the investor an average yield for the 15 
year period of six per cent. 
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Approval of the proposed bond issue 
by the State Irrigation District Bond 
Certification Commission as legal in- 
yestment for Savings Bank and Trust 
Funds would obviously broaden the mar- 
ket for the issue and establish a certain 
recognition and 
with the investing public. 

Granting that all of the foregoing con- 
siderations have resulted in a favorable 
reaction on the part of the investment 
banker and he is both satisfied that the 
bond is an intrinsically sound invest- 
ment and will enjoy a favorable recep- 
tion on the market, the only remaining 
consideration in establishing the price 
interest rate is to estimate the 
amount of the sales expense, carrying 
costs while the bond is being distributed, 
and the profit which he should realize 
for underwriting such financing. 


degree of confidence 


and 


How To Determine Cost 


Of Selling 


If, in his opinion, the current market 
basis for the bond is 534 per cent, ob- 
viously he must decide whether it is ad- 
visable to buy a six per cent bond and 
offer it to the publie at a premium, or 
whether he should buy a 534 per cent or 
5% per cent bond at a discount and offer 
te the public at par in the ease of a 534 
per cent coupon rate bond, and at a dis- 
count in the ease of a 54% per cent bond, 
so as to yield the market basis of 5%4 
per cent. Ordinarily, if the district is 
one which is apt to develop rapidly after 
the proposed improvements are installed 
and thereby gain recognition on the mar- 
ket shortly after offering the bonds, he 
will probably prefer to bid for a 5% 
per cent bond and retail it at a discount, 
expecting that in the course of a com- 
paratively short time, the bonds will be 
actively traded in at par or better when 
the credit position of the district im- 
proves as a result of the proposed im- 
provement. The market more rapidly 
and easily advances the price of a bond 
from a discount up to par than it does 
from par to a premium although the net 
investment basis to the investor may be 
identically the same. 


To Sell Safe-keeping Accounts 


Arthur M. Wright, treasurer, of the 
Harvard Trust Co., Cambridge, Mass., 
has a little folder which has helped te 
build up the safe-keeping department 
of his bank to a profitable size. 

This folder has on the cover just one 
word, “THINK.” Inside it reads: 

“Think! Of a separate department 
where the entire time and thought of 
the men engaged is devoted to invest- 
ment research. Add to this an expert 
who, in consultation with other officers 
and a committee of directors, determines 
when to sell, to invest and to reinvest 
advantageously. You are assured all 
the benefits of such diligence when you 


open a safe-keeping account with our 
investors’ service. 
“This department supervises investments 


if he sold his institution 100 per cent 
he would have many days work ahead. 


The following figures give an insight 


totaling over $30,000,000.” 





prospects for trust service. 


Meu Many Tous Propects? 6,000,000 illiterates 

A trust officer asked me, “What do you 
suggest as to a mailing list for trust 
messages?” I replied, “Begin at home, 
chairman of the beard, president, ex- 
ecutive and elerks, 
stockholders, patrons of every depart- 
ment of the bank. It was agreed that 


officers, directors 


88,000 incomes over $50,000. 





—J.S. 





into the proportion of residents who are 


23,200,000 ineomes less than $1,000 
69,600,000 incomes from $1,000 to $2,000 


vey 


7,200,000 incomes from $2,000 to $3,000 
3,200,000 incomes from $3,000 to $5,000 
1,500,000 incomes from $5,000 to $50,000 
600,000 incomes from $10,000 to $50,000 


Stirl. 





The Bond Holdings 


of 
Your Bank 


Does your institution maintain a complete analytical 
and statistical force comparable to the departments 
organized by the great city banks? 


Speaking before the Bond Men’s Club of Milwaukee’ 
Hon. Calvin F. Schwenker, Commissioner of Banking for 
Wisconsin, declared: 


“*If the bankers who have two or three hundred thousand 
dollars of bonds are really awake to their responsibilities 
with those bonds, they are going to have to take some 
service. We know that many bankers do not know about 
their bonds, and there isn’t any excuse for not knowing 
about them when there are so many available services on 
the market.”’ 


THE INVESTORS COUNCIL OF AMERICA brings to 
all banks every advantage which the nation’s greatest 
banking institutions have obtained through their spec- 
ially constructed analytical and statistical departments. 


You will certainly profit by an investigation into the pos- 
sibilities of this service. 


Explanatory Pamphlet—B. M. upon request 
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Guaranty Trust Company 
of New York 


140 Broadway 





LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 


Condensed Statement, December 31, 1927 


RESOURCES 






Cash on Hand, in Federal Reserve Bank 
and Due from Banks and Bankers......... $209,991,163.17 


U. S. Government Bonds and Certificates.... 43,151,317.30 
RUN se sid. ba ob a ens wile. d Sia 7,497,393.61 
RR occ nck baer yn Sasa seeau 22,958,096.42 


Loans and Bills Purchased .................. 481,785,400.41 


Real Estate Bonds and Mortgages......... .  4,231,863.33 
Items in Transit with Foreign Branches..... 6,178,371.87 
Credits Granted on Acceptances............. 58,685,156.34 
IE ca koa caer see eke nswareenaes 7,387,509.75 
Accrued Interest and Accounts Receivable... 8,434,087.68 

$850,300,359.88 


LIABILITIES 


er rer ,000, 
Undivided Profits............. 7,036,720.97 


$ 67,036,720.97 





Accrued Interest, Reserve for Taxes, etc..... 4,549,311.14 


IID ois ok. 50S 50S% veka ede neaeeeeeen 58,685,156,34 
NES cose eeacs couse $676,356,302.39 
Outstanding Checks......... 43,672,869.04 

720,029,171.43 


$ 850,300,359.88 


Low Unit Cost ‘Thru 
War avant: 


A Business Built On 


Renewals 


Pp, oM,.. 2 2 & D 
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HERE are more Banking Ideas in this issue of TE Bankers MonTHLy, 

we believe, than have ever appeared in a single issue of a banking 

riodical. And this is only a sample of what is coming. Ideas are the 

Sais of progress and progress leads to more profits. See that your em- 

this Let the bank pay for it and send it to 
their homes. 


RAND MSNALLY & COMPANY 


536 S. Clark St. Chicago, Ill. 


ployes rea issue. 


Send No Money— 
Just Send Your List 







Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Bank of America Has New 


President 


C. Howard Marfield, formerly execu- 
tive vice president of the bank of 
America of Chicago has been elected 
president. M. E. Greenebaum who has 
been president and who has been active- 
ly identified with the bank for 50 years 
becomes chairman of the board. 

Mr. Marfield went with the bank of 





C. HOWARD MARFIELD 


America two years ago from the Sea- 
board National Bank of New York. He 
has been actively identified with the 
American Bankers Association and has 
served as president of the association of 
Reserve City Bankers. 

C. A. Beutel formerly cashier was 
made vice president and cashier. K. K. 
DuVall and E. B. Tilton, formerly as- 
sistant vice presidents were made vice 
presidents. 


First National of Chicago 
Adds Directors 


Robert Allerton, whose father, the 
late Samuel W. Allerton, was one of the 
organizers and for more than 50 years 
a director of the First National Bank of 
Chicago, and Chauncey McCormick of 
the Miami Corporation, were elected di- 
rectors of that bank. 


Continental National News 


George B. Everitt, president Mont- 
gomery Ward and Company, and Wil- 
liam F. Hayes, of W. F. Hayes & Co., 
were elected directors of the Continental 
National Bank and Trust Company of 
Chicago at the annual meeting of stock- 
holders. 

A real estate mortgage company, with 
capital stock of $1,000,000, has been 
organized. It will be known as the 
“Continental National Mortgage Com- 












— 


— 


pany.” Arthur Reynolds, president of 
the bank, will be president of the new 
company and Floyd C. Hassler will be 
manager. This company will make real 
estate loans, buy and sell mortgages and 
market real estate mortgage bonds. 





First of Milwaukee in Merger 


Announcement of the consolidation of 
the American National Bank with the 
First Wisconsin National Bank was 
made by Walter Kasten, president of 
the First Wisconsin National Bank of 
Milwaukee. 

The consolidation will include th 


National Avenue and Mitehell Street | 


branches of the American National 
Bank. These offices will be retained in 
their present locations and will operate 
as branches of the consolidated institu- 
tion. 


The official staff, heads of departments | 


and other employes will all be retained, 
and each will oceupy as nearly as pos- 


sible the same relative important posi- | 


tions as heretofore. 

The enlarged organization will oper- 
ate under the name and charter of the 
First Wisconsin National Bank. 

The combined institutions will have 


total resources of more than $125,000,- 
000, deposits of over $110,000,000 and | 


capital surplus and undivided profits of 
$11,000,000. 


Promotions at the Chase 
National 


Albert H. Wiggin, chairman of the 


board of the Chase National Bank of 


N. Y. announced the following changes 
in the official staff: 

John McHugh, formerly president of 
the bank, sueceeds Gates W. Garrah 
as chairman of the exeeutive committee, 
Mr. MecGarrah having recently resigned 
to become chairman of thé board of the 
Federal Reserve Bank of New York. 


Robert L. Clarkson, formerly vice ehair- | 
man of the board, sueceeds Mr. McHugh 


as president, Earl D. Babst was added 
to the board. 


Banker Believes in Air Ports 


“Providing air ports is the problem 
facing every community which looks 
towards its industrial future,” says 
Frank W. Blair, president of the Union 
Trust Co. of Detroit. “In 1900 the towns 
and cities that first paved their streets, 


so that automobile traffie was possible | 


in all weathers brought thousands of 
dollars to the local business men. In 


the 1920’s the towns and cities that first | 


provide airport facilities and beacon 
lights for air transportation will attraet 
not thousands, but hundreds of thou- 
sands of dollars to their communities in 


actual financial returns and millions of 


dollars in good will and prestige.” 


Isn’t Collateral Better 
Than Net Worth 
As a Loan Basis? 


Let us show you how, without expense to the bank, 
loans to any manufacturer can be secured. by ware- 
house receipts covering his raw materials or finished 


products. 


The Lawrence System of Field Warehousing enables 
the issuance of bona-fide warehouse receipts through 
the creation of a legally perfect public warehouse in 
the plant of the borrowing manufacturer. 


The Lawrence System is heavily endorsed by leading 
bankers everywhere. 


Write For a Copy of Our Booklet Entitled 
Lawrence System Field Warehousing. 
It will show a way 
to new profits 


J[AWRENCE WAREHOUSE (OMPANY 


At T. GIBSON. PRESIDENT 


37 Drumm Street, San Francisco 


Saas. » - 22 Seat Laide Sees Portland ....... . 403 Hoyt Street 
Philadelphia . Public Ledger Building Seattle . . . . Dexter-Horton Building 
Los Angeles . . . W.P.Story Building Oakland. ..... .. Gibson Terminal 














Bankers’ Safety Envelopes 


Heco Envelope Company 
Chicago, Ill. 


“A clerk’s coat and an envelope 


both are first i impressions." 
TER HECO 


Reed 
19: 2 a Master-mass 
Plan 


Important Articles in March Issue 


Among the money-making plans that will be described in the March 
Issue of THE BANKERS MONTHLY are: 






The Bank Layout Specialist $111,400 In Bonds Sold — Sales 
Expense $230 


Bank Credit Insurance 
Photography Increases Deposits Service Charge Benefits 


Clocks Attract Customers 
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We know 


What Folks 


66 W/ OUR President Is A Crook” said 

a man in our community to a rep- 
resentative we had sent out to visit him. 
The representative reported the conver- 
faithfully and the report was 
given due consideration. 

Within a few days I had that very 
man’s account for I immediately paid 
him a eall to find out why he thought I 
was a crook. 

It turned out that he had confused me 
with another man of the same name and 
so had been harboring a grudge against 
the bank because of mistaken identity. 

This illustrates well why we make it 
our business to know what everyone in 
the community thinks of the Bank of 
Sturgeon Bay. 

How do we find out what people think? 
We send representatives out to ask them. 

“But your man must feel foolish in 
going to a perfect stranger and asking 


sation 


Banker: ‘‘Good morning, I am Mr. 
Hodge from the Bank of Sturgeon 
Bay. Weare making a visit to all of 
the farms to get acquainted. I suppose 
you have heard of our bank and prob- 
ably do business with it.” 

Farmer: “Bank of Sturgeon Bay? 
Yes, I do have an account there.” 


Banker: “How do you like to do 
business with us?” 


Farmer: “Fine, you bet, you fellows 
are giving good service.” 

Banker: “And what is your name, 
if I may ask?” 

Farmer: “Avery’s my name.” 

Banker: “John Avery?” 
Farmer: ‘‘No, Henry—Henry Avery. 


BANKER AND FARME 


70 Make Forming a Better Business 






Before the canvass, this bank led its clos- 
est competitor by $150,523 in deposits. 
Now it leads with a margin of $1,884,940. 


By HENRY FETZER 


President, Bank of Sturgeon Bay, Wis 


him what he thinks of the bank of Stur 
geon Bay.” 

Perhaps the best answer to this pro 
position is to state simply that before 
we made our first complete community 
canvass we led our closest competitor by 
$150,523 in deposits. Now, after hav 
ing made two complete canvasses anid 
firmly established the routine of keeping 
in touch with everyone in the community, 
we lead by the comfortable margin of 
$1,884,940. 


Embarrassment Must Be Expected 


What if we are embarrassed a little 
in asking a man what he thinks. And 
what if we are even more embarrassed 
when he tells us that he doesn’t think so 
well of us. If we get his account and 
his good will in the end, we profit and 
so does he. 


Said Mr. Banker to Mr. Farmer— 


John’s my brother about a mile 
down.” 
Banker: ‘How big is your farm here? 
You must have quite a place.” 
Farmer: “Yes, I’ve got 120 acres, 
90 under cultivation. That’s plenty 
for me to handle.” 


Banker: “‘Do you keep many cows?” 
Farmer: “Qh yes, I’ve got 16.” 


Banker: ‘‘Well, that makes a nice 
little check every month to help you 
out anyway. What do you average 
from the cows if you care to tell?” 


Farmer: “Well, they bring about 
$125 a month. They’d do better if 
the pasture was good this summer, but 
it’s kinda short.” 


hink of Us 


The making of a community canvass 
is, after all, a very simple matter. We 
employed two men and provided them 
with report cards and brief instructions 
as to what to do. The instructions were 
as follows: 

Call on everyone. Make friends. 
Engage each person in friendly conver- 
sation and make yourself sympathetic- 
ally interested in his affairs. 

Determine, if you ean, all sources of in- 
come and, if possible, the approximate 
amount. Ask questions that will lead 
the prospect into telling you all he will 
about hts business. 

Tell each prospect frankly that you 
are a representative of the bank of 


Sturgeon Bay and at the proper time, 
ask him frankly what he thinks of our 
bank. 

Ask him where he has his bank ae- 
count if any and try to find out if there 
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The Farmer Can Use 


Constructive Advice 


‘THE NEW YEAR LIES AHEAD. Snow glistens on the fields, 
and underneath lie the secrets of next summer's harvests. In the 
spring, Nature will wake the life in the soil, but man must direct it. 


The forward-looking farmer is always improving the things he has 
done. He goes on compounding farm knowledge, motor power and me- 
chanical equipment, managing his farm-factory with greater ease and effi- 
ciency. The more he works with his brain, intelligently, the less he 
toils with his hands. His own muscle power is as limited as it was in 
Adam’s time and the hand work of his hired hands is very, very costly. 
He puts the burden onto machines—broad-capacity, fast-working, cost- 
reducing, profit-making equipment and power. He is abreast with the 
best of men and he competes with the world. He forces the issue in 
farming and profit comes his way. 


The Banker Can Help Him 


Changes in equipment and power have been coming fast of late years. Labor-saving 
methods and machines are giving great advantages into the hands of the modern 
farmer. The local banker can make many an opportunity for the ambitious farmer who 
needs help getting under way. He may demonstrate, through both his advice and his 
financial support, the advantages of capacity, leading to more profitable farm operation. 


INTERNATIONAL HARVESTER COMPANY 
606 So. Michigan Ave. = 5 Me Chicago, III. 


mH 2 
McCOR MICK- 
DEERING 


LINE 


Founded on the McCor- 
mick reaper invented in 
1831.Sold and serviced by 
the McCormsick-Deering 
dealers in 15,000 com- 
munities: 


Grain Binders 

Rice Binders 

Push Binders & Headers 
Reapers 
Harvester-Threshers 
Threshers 

Rice Threshers 
Alfalfa Threshers 
Mowers 

Side Rakes & Tedders 
Dump Rakes 

Sweep Rakes 
Tedders 

Hay Loaders 

Stackers 

Baling Presses 

Corn Planters 
Cotton Planters 
Listers 

Drills 

Cultivators 

Huskers & Shredders 
Corn Binders 
Ensilage Cutters 
Ensilage Harvesters 
Ensilage Blowers 
Corn Pickers 

Corn Shellers 

Grain Drills 
Broadcast Seeders 
Alfalfa & Grass Drills 
Lime Sowers 
Fertilizer Distributors 
Potato Planters 
Potato Diggers 

Disk Harrows 
Peg-tooth Harrows 
Spring-tooth Harrows 
One-horse Cultivators 
Orchard Cultivators 
Field Cultivators 
Rod Weeders 

Rotary Hoes 

10-20 Tractors 

15-30 Tractors 
Industrial Tractors 
Farmall Tractors 
Farmall Machines 
Tractor Plows 

Horse Plows 

Harrow Plows 

Ridge Busters 

Soil Pulverizers 

Beet Seeders 

Beet Cultivators 

Beet Pullers 

Motor Trucks 

Motor Coaches 
Engines 

Wagons & Trucks 
Cream Separators 
Manure Spreaders 
Stalk Cutters 

Stubble Pulverizers 
Feed Grinders 

Knife Grinders 

Cane Mills, etc. 
Repairs 

Twine 


McCORMICK-DEERING 
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is any banking service he needs that he 
is not getting. 

Above all, leave him as friend 
and a friend of the bank if that is at all 
possible. 

On the 


postoffice 


your 


record the the 
the occupation, by 
whom employed, where his banking con- 


eard, name, 


address, 


nection is now, and under “general re- 
marks,” be sure to 
about the bank. 

It seems almost needless to say that 


record what is said 


we learned many valuable things about 
our bank. We found out why it was 
pleasing some people and why it did not 
please others. 

I made it my business to carefully 
report night as the 
reports were turned in. Many of these 
reports offered opportunities for per- 


read every every 


sonal visits from me and many of these 
personal visits resulted in new aecounts 
for the bank. 

Other reports resulted in the inaug- 
uration of new policies or the modifiea- 
tion of old ones and the general effect 
ou the bank was that it was made more 
modern in its equipment and conven- 


became more home-like in at- 
mosphere, its officers and employes be- 


icnces, it 


came more helpful to customers and it 
became more prosperous. 

Our canvass included not only the city 
of Sturgeon Bay, but the country around 
it. Since this development, we have many 
rural customers, most of whose deposit: 
are received by mail. We make it a point 


to be unusually prompt in acknowledging 


such deposits. The acknowledgment 
goes in the next mail after the deposit 
is received. This goes a long way towar« 
holding these customers. 

But we did not stop with our canvass. 
Qn our record card we have provision 
for recording the mailing of special let- 
ters and these letters are mailed at times 
when we feel they will do the most good. 

This follow-up is carefully 
planned and the ecards are carefully 
studied and sorted so that we usually 
avoid the mistake of sending a letter to 
We 
advertise consistently and this we be- 
lieve has its part in helping along the 
steady growth we have experienced dur- 
ing the past few years. 


system 


someone who should not receive it. 


The New York Trust Company 


Offers These Services to 
Banks, Corporations and Individuals 


ODERN, comprehensive 


commercial bankin 


facili- 


ties, and a highly developed 


credit information service available 


to customers— 


Foreign credit information, current 
data on foreign markets and trade 
opportunities, and other special con- 
veniences for those engaged in foreign 


trade— 


Exceptional facilities for the admin= 
istration of personal and corporate 
trusts, developed through long ex- 


perience covering the entire field of 


trust service. 


The New York Trust Company 


Capital, Surplus and Undivided Profits $32,000,000 
100 Broadway 


57th St. & Fifth Ave. 





“Strange that so many will voyage 
two thousand miles to get twelve 
miles from the shore.’’— 


1925 


ears | 
Master-mass 
Plan 


40th St. & Madison Ave. 





Statement Envelopes 


Heco Envelope Company 
Chicago 


To Aid Banker-Farmer W ork 


J. W. Bradley, chairman of the agri 
cultural committee of the Washington 
Bankers Association has suggested the 
following program to be followed by 
loeal bankers in farming communities. 

1. Get acquainted with your county 
agent and learn something about 
work. 

2. Confer with county kes 
banker and county agent in regard to 
improvement 
munity. 


his 
your 


projects in your com 

3. Be willing to attend conferences 
with the key banker and county agent 
to consider ways and means of best pro 
moting the improvement projects agreed 
upon. 

4. Show your interest among farmer 
patrons and indicate your approval ot 
these projects so that they will at least 
have the benefit of your moral support. 

5. Be willing to attend farm demon- 
strations once in a while or join a demon 
stration tour in company with some ot 
your fellow bankers and farmer patrons 
under the direction of the county agent 
and key banker. 

6. Above all things, encourage boys’ 
and girls’ club work. These young people 
will the men and women on 
the farms and your good will and as- 
sistanee now will return liberal interest 
later on in mutual understanding and 
community prosperity. 


soon be 


Protect Farm Loans 


We realize that with the present con- 
dition of the money market and the agri- 
cultural depression which we have in 
some communities, that it has been a 
most difficult proposition for some coun- 
try bankers to make both ends meet. 
Fortunately, while there was a depre- 
ciation in values in our own community, 
we insisted upon our customers margir 
ing their loans, (live stock and other- 
wise) back in 1921 and each successive 
year thereafter until we have had very 
few farmer customers to be carried over 
from one year to the other in the past 
two or three years. We sometimes won 
der if the banker is not more to blame 
than the borrower in not insisting that 
this be done—H. B. MENDENHALL, 
Cashier, The Rocky Ford National Bank, 
Roeky Ford, Colo. 


Checking Farm Aid Plans 


The Washington Bankers Association 
has appointed key bankers in each coun- 
tv to represent the agricultural com 
mittee of the state association. 

Letters have been written to member 
banks giving the names of key bankers 
and suggesting that when any proposi- 
tion of an agricultural nature comes up 
it be referred to the key banker and also 
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to the county agent in order that expert 
judgment may be had on the proposi- 
tion before it is accepted or rejected. 





Spiking Public Confidence 


In announcing a reduction of the rate 
paid on time deposits from four to three 
and one-half per cent, the Breda Sav- 
ings Bank, of Breda, Iowa, uses a two- 
the loeal 
paper to show that it has maintained for 


page advertisement in news- 
years a large reserve account made up 
of eash and government securities and 
in the second place that it has followed 
up consistently for years the rules laid 
down by the superintendent of banking 
for Iowa to insure safe bariking. 

These rules are listed as follows: 

1. Reduetion in the rate of interest 
paid on time deposits. 

2. Requirement of financial 
ments from borrowers of $500 or more. 


state- 


3. Loans to officers and directors 
made only under strict regulations. 

4. Monthly meetings of directors. 

5. No eapital loans and excess loans. 

6. Overdrafts are contrary to 
and should not be permitted. 

Each one of these items is taken up 
and diseussed in one or more paragraphs 
showing how this bank has been follow- 
ing these rules. 

The advertisement is signed by all of 
the officers and directors and under the 
name of the president, cashier and assist 
ant cashier, are the words: “Since 1906.” 

There is little chance that this bank 
will lose any appreciable amount of 
time deposits beeause of its reduction 
in interest rates. On the other hand, it 
is likely to gain. <A frank advertise- 
ment of this sort is certainly the kind 
that will generate good will and public 
confidence. 


law 


Promoting Pure Breds 


The Little Rock, Arkansas Clearing 
House Association has provided a fund 
of $4,000 for loans to persons who in- 
vest in pure bred livestock. The money 
will be handled by: the Bank of Com 
merece in North Little Rock under the 
advice of the county agent. 


Announcing Early Closing 
Hours 


In Batesville, Arkansas, the banks 
have made an agreement to open at 9 
in the morning and elose at 3 in the 
afternoon. This shortens the day for 
the banks there and in making announce- 
ment to the public the following expla- 
nation was given. 

“This does not mean the working force 
gets to the banks at 9 and leaves at 3, 
by any means. In facet they expect to 
receive and answer the morning mail be- 
fore bank opening time, and after clos- 
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ing time they will do well if they get 


the day’s work written up and balanced 


o'clock. 

“The stores and other places of busi- 
ness close at 6 P. M. and the clerks go 
home. But the bank clerks do not know 
what an eight-hour day is. It is 10 to 
14 with them. 

“The new opening and closing hours 
will give them time to do their work 
with less interruption and will enable 
them to give more* attention and better 
service 


by 7 


to customers.” 


Wills That Won't 


This eatchy phrase is used by W. J. 
Kommers, vice president and trust of- 
ficer, the Old National Bank & Union 
Trust Co., Spokane, Wash., in a folder 
he has sent to prospective customers. The 


letter is worth quoting complete: 

The law says to every citizen: ‘‘ You 
can take your choice. You can make your 
will or the state will make it for you.’’ 
The only trouble is that when the state 
does it for you, your heirs must stand the 
consequences. 

There are wills that will and wills that 
won’t. The enclosed booklet was written 
to make the distinction clear. It discusses 
the whole subject of wills in an intelligent 
manner, takes away from it the supersti- 
tions of the past and shows how one may 
avoid the pitfalls. 

The booklet is sent to be of service to 
you and to keep you informed on the latest 
developments in trust service. If it inter 
ests you, we hope you will pass it along 
to a friend. 

Please feel free to come in with your 
friends and diseuss trust service with us 
in strictest confidence. The trust depart- 
ment is open from 9 a. m. to 5 p. m. 








Statement of Condition 
at the Close of Business, December 31, 1927 


RESOURCES 


Loans and Discounts * .. . 
CEG 6. aes. eo 


Customers’ Liability om Acceptances .. .- 
Customers’ Liability under Letters of Credit 


Earned Interest Not Collected . 


Building, Leasehold & Safe Deposit Vaults 
Bonds and Stocks, including Federal Reserve 


 . e 
U. S. Gov’t. Securities . . . 


Cash on Hand and Due from Ban 


. 


. . . . 


ks 


$67,951,732.11 
$2,569.25 
1,702,501.66 
634,905.42 
285,019.52 
1,957,634.96 


. . 


7,409,406.00 
4,649,428.72 
21,755,357.11 


$106,358,554.75 


LIABILITIES 


Capital Stock ... . ‘ 
ee ee ee ae 


Undivided Earnings. . .. . 


Reserves for Accruing Interest, Taxes, Expense, 


and Dividends ..... 


Reserves for Depreciation & Other Contingencies 


Unearned Interest 


. . . . 


Liability on Customers’ Acceptances 


Liability under Letters of Credit 


Liability to Federal Reserve Bank . 


Deposits: 
Commercial . 
Due to Banks 
Savings .. 
Special P 


FREDERICK H. RAWSON 
Chairman of the Board 


. . 7 . 
. . . . . 


1,118,783.48 


8 . . 


426,503.19 
690,446.04 
244,982.52 
ea 1,714,123.97 
aida - 642,767.67 
None 


oa o'- . 


. . . . - 


$59,847,613.93 
16,783,899.38 
10,363,216.51 


7,526,218.06 94,520,947.88 


$106,358,554.75 


Harry A. WHEELER 
President 


Craic B. HazLEwooD 
Vice-President 


UNION TRUST 
COMPANY 


CHICAGO 
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Melvin Traylor Heads Golfers 


Melvin A. Traylor, president of the 
First National Bank of Chieago, was 
elected president of the United States 
Golf Association, at its annual meeting. 
An enthusiastic and skilful golfer him- 
self, Mr. Traylor has long been a factor 
He has 
served two terms as president of the 
Midlothian Country Club, Chicago, and 
was vice president of the Western Golf 
Association, declining the presidency of 
the latter, due to press of banking duties 


in various golf organizations. 


nnouncing 


and those connected with the American 
3ankers Association. 

activities, outside 
and business, Mr. Traylor is 
president of the Shedd Aquarium Society 
of Chicago; trustee of Northwestern 
University, Chicago and trustee of Berea 
College, Berea, Ky. His busy days be- 
gin January 1 and end December 31 
each year, vet he finds time to play some 
golf and do some fishing in the South 
each winter. 


Among his many 
finance 


And no summer is ¢om- 
plete for Mr. Traylor without some 
golfing or fishing in northern Wisconsin. 


— the consolidation of the Ameri- 
can National Bank with the FIRST 
WISCONSIN NATIONAL BANK 


()s January 23 the Amer- 


ican National Bank and 
the First Wisconsin National 
Bank consolidated under the 
name of the First Wisconsin 


National Bank. 


The total resources of the con- 
solidated institutions are now 
more than $125,000,000, with 
capital, surplus and undivided 
profits of $11,000,000 and 
deposits of over $110,000,000. 


FIRST WISCONSIN 
NATIONAL BANK 


MILWAUKEE 





Reed 
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Plan 


Despite all his activities his office door 
is always open to friends and to the 
employes of his banks. He is a splen- 
did example of the adage that “if you 
want something done get a busy man to 
do it.” 


TELLERS’ MAXIMS 


Pass these along. Have them placed 


in a conspicuous place. 


“Service” is an overworked word, but, 
according to late reports, it is standing 
the gaff very nicely. 

Sipe te 

Two that should never be 

ruffled are your necktie and your temper. 


things 


menaeenee 


Don’t spend too much time thinking 
what a soft job the officers have. Plan 
to be one, some day, yourself. 


—_Q——— 


There may be some excuse for being 
stumped the first time a customer asks 
you a baffling question about the bank’s 
services. There is no excuse the second 
time. 

——0 


’ 


Play no “favorites” among your cus 
tomers. Make them all your friends. 
-——0 


Each bank has an individual person- 
ality. Bear in mind that the quality of 
this personality depends on you—the 
contact man. . is DD. 


John D. Perry Vice President 
of Chemical National 


On January 12 The Chemical National 
Bank announced the promotion of John 
D. Perry, formerly assistant vice presi- 

dent, to a vice presi- 
dency. 

Mr. Perry repre- 
sented the National 
City Company be- 
fore going to the 

a Chemieal’s field staff 
JOHN D.PERRY as St. Louis and 

southwestern repre 
sentative in 1920. Mr. Perry was Chi 
cago representative for some years and 
has made extensive contacts in the Middle 
West and Southwest. He has been in the 
main office at New York since 1924. He 
is a native St. Louisan and is closely econ- 
nected by relationship and business ex 
perience with financial interests there as 
well as in Chicago and New York. 

Other promotions announced at the 
same time were as follows: Samuel 
Shaw, vice president and cashier, Harry 
L. Barton, assistant vice president, 
Harold H. Helm, assistant vice presi- 
dent, J. C. Parkes, assistant vice presi- 
dent, Jerre L. Dowling, assistant cashier, 
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William A. Edwards, assistant eashier, 
Harold S. Gibbons, assistant eashier, 
Spencer Tunnell, Jr., assistant cashier. 


First of Boston Grows 


The latest figures published by the 
First National Bank of Boston continue 
to show a steady growth. 
December 31, 1927, aggregated $360,- 
000,000, an inerease in one year of over 
$50,000,000. During the year resourees 
advanced $66,000,000 to a total of $477,- 
000,000. With the inerease in eapital 
and surplus to $50,000,000, on whieh 
stockholders will vote in February, it 
should not be long before New England 
ean boast a half-billion dollar bank. 

Almost as interesting as the deposit 
figure is the showing of The First Na- 
tional in the aceeptanee field. New Eng- 
land ranks second to New York 
bankers acceptance market with a volume 
nearly four times as great as that of 
Chieago or San Franeiseo. Of the total 
amount of aeceptances outstanding in 
New England, the First National is 
responsible for nearly one-third. 


Deposits on 


as a 





At the annual meeting of the stock- 
holders of the Illinois Merehants Trust 
Co. of Chieago, Alexander Legge, presi- 
dent of the International Harvester Co., 
Fred W. Sargent, president of the Chi- 
eago & North Western Railway, and H. 
G. P. Deans, vice president of the bank 





and in 
business, 


charge of its fore:gn 
were added to the 


banking 
board of 
directors. 


Union Trust, Chicago, Adds 
New Directors 


The following new 
board of 


members of the 
directors were announced by 





R. R. MCCORMICK WALTER J. KOHLER 
Frederick H. Rawson, chairman of the 
board of the Union Trust Company, 
Chieago. 

Colonel Robert R. McCormick, presi- 





Cc. R. WALGREEN W. H. ALFORD 


dent of the Tribune Co., publishers of 
the Chieago Tribune; Charles R. Wal- 
green, president of the Walgreen Co., 
operators of the Walgreen chain of drug 


The latest 


stores; W. H. Alford, vice president and 
comptroller of the Nash Motors Co., 
automobile manufacturers, Kenosha, 
Wisconsin; and Walter J. Kohler, presi- 
dent of Kohler Co., manufacturers of 
plumbing fixtures and plants, 
Kohler, 


electric 
Wisconsin. < 

The Chelten Trust Co., of Philadelphia 
has a very interesting series of para- 
graphs on one of the pages of its finan- 
cial statement which reads as follows: 

“Banking isn’t a business, it’s a serv- 
ice—to business, large and small; to the 
professions, to the homekeeper. 

“Chelten Trust is not merely a place 
to deposit money and draw it out. 

“It is working with the community, 
for the community and the prosperity 
of its business. From building a house 
to building a business, there’s a logical 
place in your affairs for the help of a 
friendly bank. 

“Don’t consider this company’s pro- 
vince bounded by the teller’s windows. 
Let us help you in all your business 
problems. 

“We have the resources and the will 
to serve to help you to prosperity.” 





David Dingle was recently 
president of the Barry County 
Momence, Mo. 


elected 
Bank, 


FINANCIAL STATEMENT 
of New England's largest bank 


RESOURCES 


Cash and Due from Banks 
United States Securities 


Loans, Discounts & Investments 


Banking Houses 


Customers’ Liability Account of 


Acceptances 


Items in Transit with Foreign 


Branches 


Accrued Interest Receivable 


and Other Assets .... 


Total 


as of December 31, 1927 


$80,853,390.74 
36,370,559.01 
307 ,528,032.27 
9,904,234.23 


Capital.... 
Surplus & Profits 


January 3, 1928. . 
40,526,854.04 
671,726.24 


2,051,449.22 


$477,906,245.75 


LIABILITIES 
$20,000,000.00 
24,094,528.29 


$44,094,528.29 


Reserve for Dividend ann 


800,000.00 


Reserves inc‘uding Riebeinks pee 
Unearned Discount 


Acceptances Executed 
Acceptances and Foreign Bills Sold 


2,044,566.03 
41,301 ,802.37 
29,487,518.25 
360,177 ,830.81 


Total _$477,906,245.75 


Tue First Nationat Bank of Boston 


Foreign Branches 


Buenos Arres AND Havana 





European ‘Representatives 
Lonpon, Paris, Beruin 
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Chicago Stock Exchange Grows 


An advance in the price of member 
ship in the Chieago Stock Exchange 
$2,500 to $25,000 
usual activity in that organization. 
Without doubt the reason for this is the 
mnusual activity in stocks handled 
this The number of shares 
of stock sold trom a low 550,000 in the 
month of July 1927 to a high of 1,200,000 


in November 1927. 


from indieates un 


on 
exchange. 


Paul H. Davis, vice president of the 
exchange says: “The Chicago Stock 
Exchange down to its last member is 


making strenuous effort in doing its part 
to keep its financial business at home 


and it is succeeding, which is the rea! 
why it is attracting attention. 
When there is a 3,000,000 share day on 
the New York Stock Exchange, 
he sure that a considerable portion of 
that business the middle 
west. 


“Ts 


middle west corporations, whose ownet 


reason 
you «an 


originates in 


there any real reason why 
ship and principal interest is centered 
in Chicago, should have their 
taken to New York and the 
these stocks transacted there? 
talked 


thought about for a long time. 


shares 
business in 
All these 


points have been about and 


“To facilitate trading in stoeks listed 





Our Record for 1927 


During 1927 we opened four branches, 

making a total of six, all convenient for 

both local and out-of-town customers. 

Fifty prominent business and profes- 

sional men are serving these branches 
as Advisory Board Members. 


Our Program for 1928 


During 1928 we shall move our main 
banking office into the heart of the 
financial district, occupying a new 


building at 165 Broadway. We shall 
be better prepared than ever to serve 
our customers here and abroad. 


THE 


GHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 
FOUNDED 1824 


BROADWAY AT CHAMBERS, FACING CITY HALL 
FIFTH AVENUE AT 29th STREET 
MADISON AVENUE AT 46 h STREET 
BROADWAY AT 44th STREET 
FIFTH AVENUE AT 54th STRFET 
EIGHTH AVENUE AT 57th STREET 
COURT AND JORALEMON STREETS 

(BROOKLYN ) 








Reed 
Master-mass 
Plan 


1928 





“The devotee of cut prices visits 


often the tomb of the Profits.”— 
PETER HECO 
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both in Chicago and New York, special- 
ist books have been inaugurated. Mont- 
gomery Ward, Sears Roebuck, Stewart 
Warner, Tieegeen and Wrigley 
have real markets in Chicago—markets 
that are equivalent if not better than 
those in New York. New _ specialist 
books are being started. This plan will 
be enlarged as fast as possible without 


now 


crowding the situation.” 


Mrs. Ferguson Joins Reynolds 
and Company 


Announcement was made recently by 
Reynolds & Company of Louisville, Ky., 
of the appointment of Mrs. Ora M. Fer- 


assistant 
Ey nolds & Company be- 
———~ Came 


bond 
effective 
Mrs. Ora M. Ferguson Januarv 1 
Mrs. 


Ferguson is well-known to hun 
dreds of bankers throughout the country 
and especially in the Indiana and Ken- 
tucky section. For the past seven years 
she has been manager of the Louisville 
Office for the Fletcher American Com- 
pany of Indianapolis and during this 
time she has attended many state bank- 
ers conventions in the middlewest and 
several of the A. B. A. conventions. She 
is considered one of the best bond sales 
women in the country. 

Reynolds & Company was organized 
about three years ago as a stock broker- 
age house and about six months ago the 
firm purchased a seat on the New York 
Stock Exchange for $270,000, a record 
price at that time. Shortly afterward 
the bond department was organized and 
the company recently bought the New 
York wire business of Wakefield & Com- 
pany, an old established Louisville stock 
and bond house. 

The Reynolds Company is a partner 
ship composed of C. K. Reynolds, R. 5. 
Reynolds and R. M. Patrick. Mr. C. K. 
Reynolds is a director of the National 
Bank of Kentucky and of the Southern 
Railway, and president of the U. S. Foil 
Company. Mr. R. S. Reynolds is a 
director of the Wheeling & Lake Erie 
Railroad and also vice president of the 
U. S. Foil Company. 


guson as 
manager of the 
department in charge 
of the Fifth & Main 
Street Office. Her 
association with Rey- 


on 


Advisory Boards for Chemical 
Branches 


The president’s report to the share- 
holders of the Chemical National Bank 
of New York The deposits 
for the year have again shown an in- 
crease and have for 1927 averaged 
slightly more than $6,500,000 over 1926. 

The amendment of the National Bank- 
ing Act by the last session of Congres= 


says in part: 






writing to our advertisers 




















permitting National Banks in large cities { 


to have branehes is a distinct advantage 
to our institution. Acting under the pro- 
vision of this law, we have established 
four additional branches during the year. 

During the past year we have inaug- 
urated a policy of having active advisory 
boards for the branches and over fifty 
of New York’s leading business and pro- 
fessional men have aecepted our invita- 
tion to serve on these boards, thereby 
identifying with our bank an entirely 
new group of successful and influential 
individuals. 


Toledo Merger 


The Commercial Savings Bank & 
Trust Co. and the City Savings Bank of 
Toledo, Ohio merged, February 1, as an- 
nounced by W. H. Yeasting, president 
of the Commercial, and J. B. Merrill, 
president of the City Savings Bank. 

At the recent meeting of the board of 
directors of the Commercial Savings 


Bank & Trust Co., it was voted to sub- | 


mit to the stockholders the plan to de- 


clare a 200 per cent stock dividend, and | 


increase the capital from $200,000 to 
$700,000. 

The proposed plan therefore, besides 
providing for a $400,000 stock melon 
for the Commercial stoekholders, eon 
templates the issuance of $100,000 of 
new stock, of which the largest stock- 
holders have waived their rights, so that 
it may be sold to new stockholders. 


Watts Chairman and Smith 
President of First National 
in St. Louis 
The board of directors of the First 
National Bank in St. Louis, elected F. 


0. Watts, president of the bank as chair- 
man of the board and Walter W. Smith, 


vice president as president to succeed | 


Mr. Watts. 
Mr. Watts came to St. Louis in 1912 


ts 


a 
WW 
3 





F. 0. WATTS W. W. SMITH 


as president of the Third National Bank, 
and while directing this bank he con- 
ceived the big consolidation of the Third 
National Bank, with the St. Louis Union 
Bank and the Mechanics-Ameriean Na- 
tional Bank, which became effective 
July 7th, 1919 as the First National Bank 
in St. Louis, the largest National Bank 
west of the Mississippi River, of which 
Mr. Watts was made president. Mr. 
Richard S. Hawes, has been elected 
Senior Vice President of the First Na- 
tional Bank. 





. 


| A Specialized Service 


for Banks and Bankers which is the result of 
more than sixty years of experience is offered by 


The First National 
Bank of Chicago 
and the First Trust 
and Savings Bank 


and provides complete facilities for active and 
| inactive accounts, collections, bill-of-lading 
drafts, investments, letters of credit and foreign 
exchange transactions. 





FRANK O. WETMORE MELVIN A. TRAYLOR 
| Chairman President 
| Combined Resources exceed $450,000,000.00 





& Banker Associates 


TRIBUNE TOWER , CHICAGO 


A 
INSEPARABLE! 








Registered Mail Envelopes | “Some men would use carrier 


igeo to save the post, were 
Heco Envelope Company DOB - y-agen - sg 
Chicago, III. | they sure of their a inainns 





me 
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_ THE AMERICAN BANKER 
AS A WORLD FINANCIER- 








Our Ships Circle The World 


How bankers may aid the growth of our Merchant 


FARMER in a small town in Illi- 
nois came to see his banker one 
day and asked for information about 
how to ship some pure-bred hogs to 
Argentina. 

Perhaps many small town bankers 
have not realized that they may have 
an important part in the finance of 
foreign trade. But this is only one of 
thousands of cases that might be cited. 

All bankers, therefore, need to be in- 
formed regarding trade routes and ship- 
ping services as well as sources of for- 
eign sales. 

Take another case: A manufacturer 
of milk cans in a town of only 3,500 
inhabitants discoverd that it was possible 
to make a direct connection with the 
source of supply of tin in the Malay 
Peninsula. He went to his banker and, 
through his aid, was able to make a 
contact that saved him considerable 
money in the course of a year. 

Fortunately, our government has 
taken a hand in the promotion of foreign 
trade and any banker can get immediate 
and accurate information from one or 


Marine and at the same time serve their customers. 


another of our government departments. 

The Department of Commerce pro- 
vides information regarding sales and 
purchases. You may even be able to 
discover a need for a certain American 
product in some foreign country by 
simply corresponding with the depart- 
ment of commerce. 


How To Find Fore'gn Buyers 


Suppose you have a loeal manufae- 
turer who is in a position to supply a 
certain product in greater quantity 
than he has been selling it. By writing 
to the Department of Commerce, Wash- 
ington, D. C. explaining what the prod- 
uct is, about what quantities ean be sup- 
plied, and about what prices might be 
asked, you might be able to get into con- 
tact immediately with a purchaser in a 
foreign country who is just as anxious 
to buy as your customer is to sell. 

The Department of Commerce has its 
representatives in hundreds of foreign 
ports and one of their principal jobs is 
to wateh for opportunities to 
American goods. 


place 








ports. Cotton is the largest single export. 








Merchants Fleet Corporation boats a products to all world 


is is a scene in Galveston, Texas. 









The same representatives are avail- 
able for making contacts for the pur- 
chase of foreign goods. 

When goods are ready to be shipped, 
the United States Shipping Board comes 
into the picture with ships that actually 
cirele the world. Almost any foreign 
port-ean be reached by making shipment 
on American boats. 

This is a direct outgrowth of the 
Emergency Fleet Corporation created 
by the United States Shipping Board 
in 1916. The name was changed to 
“Merchants Fleet Corporation” in the 
appropriation act for the fiscal year 
1928. 

The Merchants Fleet Corporation acts 
for and on behalf of the United States 
Shipping Board and as an active ageney 
in the operation of ships, and develop- 
ment and maintenance of trade routes, 
to meet the requirements and to aid in 
the growth of the commerce of the 
United States and its territories. 


What The Shipping Board Does 


The United States Shipping Board 
was created by the Shipping Act of 
1916, the preamble to which was as fol- 
lows: 

“An act to establish a United States 
Shipping Board for the purpose of 
encouraging, developing, and creating 
a naval auxiliary and naval reserve and 
a merchant marine, to meet the require- 
ments of the commerce of the United 
States with its territories and posses- 
sions and with foreign countries.” 

The members of this Shipping Board 
are appointed by the President of the 
United States, subject to confirmation 
by the United States Senate for a term 
of six years. The Shipping Board is 
charged with regulatory supervision of 
the maritime shipping activities of the 
United States, both governmentally and 
privately owned and operated. 

The United States Shipping Board 
reports that American ships now cover 
all important parts of the world. How- 
ever, vast amounts of manufactured 
goods and farm produets are still shipped 
in foreign boats. Foreign buyers often 
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insist upon shipments in vessels of their 
ewn national flag. 
Most of our products are essential to 


these foreign consumers to such an ex- | 


tent as to leave the dictation of flag 
ship transportation not entirely in their 
hands. 


lumber, are not in a position to demand 
the employment of foreign ships for the 


transportation of these products when | 


American ships are available. Out of 
a total of 24,000,000 tons of these prod- 
yets shipped in 1926, 8,000,000 
were carried in American ships. 


What Products Go Abroad 


e . 
There are now 43 lines operated under 


the direction of the United States Ship- | 


ping Board. 

Exports from North Atlantic 
to the east coast of South 
sist largely of automobiles, agricultural 
implements, and machinery. The return 
eargo consists largely of coffee and lin- 
seed. Products shipped from gulf ports 
to the east coast of South America are 
largely lumber, case oil, machinery an‘ 
tobacco. The greater part of the return 
eargo is coffee. Other products shipped 
to Brazil are coal, petroleum products, 
motor cars, and flour. Other products 
shipped from Brazil are ores and cocoa. 

Argentina takes lumber, petroleum 
products, coal, machinery, and motor 
ears. She shipped us hides, skins, lin- 
seed, quebracho and nitrates. 


ports 


Shipments to the Orient from the 
North Atlantie ports include 
machinery, iron and steel. These ports 
receive from the Orient, sugar, hemp, 
coconut oil and hardwoods. 


What Goes To The Orient 


About one-third of the shipments from 
gulf ports to the Orient are cotton. An- 
other third is petroleum products and 
the remainder fertilizers. There is prac- 
tically no return cargo to gulf ports. 

The Pacifie Coast has the most trans- 
actions with the Orient and about one- 
third of this trade is lumber. Tobaceo, 
canned fish, grain, flour, and petroleum 
products are other important cargos. 
Most important of the return shipments 
are silk, nuts, fibres, hardwoods 
sugar. 


The Shipping Board Lines that eruise 


the Afriean Coast make principal stops | 


at British South Africa, British East 
Afriea and British West Africa. The 
cargos carried to British South Africa 
are largely passenger automobiles, 
trucks, agricultural machinery, and rail- 
road equipment. Leading articles picked 
up there are wool, mohair, sheepskin, 
goatskin, fibre and vanadium. 


We might go on listing the interesting | 
exports and imports from the various | 
countries of the world, but this will be | 
sufficient to indicate the variety of trade. | 


Foreign buyers of such essen- 
tials as wheat, cotton, petroleum and | 


tons | 


America con- | 


tobaceo, | 


and 
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Westminster Bank Limited 


AN ENGLISH BANK preserving an English tradition 
throughout \ system of over 900 branch offices, and 
represented in every banking town in the w orld. 
Vast resources combined with nearly a century’s 
accumulated experience equip it for the character- 
istic service it places at its customers’ disposal. 


Authorised Capital: $165,000,000 
($5=£1) 


New York Representative 
C. M. PARKER, 68 WILLIAM STREET 


HEAD OFFICE: 41 LOTHBURY, LONDON, E.C.2 


NE NE NE NE NE NE NE NE NE NE AE NE AE NE NE NE NE NE NE AGE AGE NE NE NE NE NE RE 





56 BRANCHES 


Argentina—Brazil—Chile 
and throughout the Americas, 
France, Spain and England. 
The Anglo-South American Bank, through its 40 


years of export and import banking experience, has 

acquired an intimate knowledge of the needs and 

habits of the natives of the countries in which it has 

branches. 

ANGLO-SOUTH AMERICAN BANK, LTD. 
Represented by 


THE ANGLO-SOUTH AMERICAN 


TRUST COMPANY 
49 Broadway, New York 


Trade 
information 
furnished 


Envelopes for Every Purpose 


Heco Envelope Company 
Chicago, III. 


“How frequent fine words se by 
post in frayed env 
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PETER HECO 
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Plan 
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STATE & TOWN 


California 
San Clemente 
Connecticut 
Bridgeport 
Florida 
Homestead 


Georgia 
Elberton 
Illinois 
Chicago 
lowa 
Cambridge 
Davenport 
Sheldon 
Maryland 
Catonsville 
Massachusetts 
Boston 
Revere 


Minnesota 
Brandon 

Missouri — 
Concordia 


Gallatin 
Mt. Moriah 


Nebraska 
Dannebrog 
Ewing 

New Jersey 
Atlantic City 
Livingston 

New York 
Glen Cove 
New York City 
Springfield Gardens 


Webster 
Oklahoma 
Watonga 
Oregon 
Portland 
Pennsylvania 
Lansdowne 
Nesquehoning 
Pittsburgh 
Tennessee 
Byrdstown 
Texas 
Ft. Worth 
Girard 
Virginia 
Hopewell 
West Virginia 
Huntington 
Wisconsin 


NEW BANKS ORGANIZED OR REOPENED 


26 state banks—7 


NAME OF BANK 


Bank of San Clemente 
Bankers Security Tr. Co 


| Bank of Homestead 
(Reopened) 


Granite City 


Belmont-Sheffield Tr 
| 

| Cambridge State 
Bechtel Tr. Co. 
Security State 


& Savings 


Catonsville National 


| Lee Higginson Tr. Co 

First National 
(Reopened) 

| Citizens State 

Concordia Savings 
(Reopened) 

Bank of Gallatin 


Bank of Mt. Moriah 
(Reopened) 


State Bank of Dannebrog 
Farmers State 


Neptune Trust Co 
Livingston State 


First National 

Sixth Avenue 

Springfield Gardens National Bank of 
N. Y 

Webster National 

Watonga State 


Union State 


National Bank of Lansdowne 
Miners 
Forbes National 


Farmers Bank & Tr. Co 


Union Bank & Tr. Co. 
First State 


State-Planters 
Coal Exchange 


Northern Tr. Co. of Wis. 


SS 


CAPITAL 


50,000 
1,000,000 


35,000 


50,000 
200,000 
25,000 
100,000 
50,000 
89,750 


300,000 
100,000 


20,000 


50,000 


25,000 
20,000 


,000 
,000 


25 
25 


200,000 
50,000 


100,000 
750,000 


200,000 
50,000 


25,000 
50,000 


100,000 
50,000 
300,000 


10,000 


100,000 
25,000 


400,000 


200,000 


50,000 


| 
| SURPLUS 


$ 10,000 


1,000,000 


30,000 

6,250 
25,000 
15,000 
22,440 


200,000 
25,000 


5,000 


300,000 
25,000 


50,000 
250,000 


50,000 
10,000 


10,000 


50,000 


10,000 


100,000 
50,000 


12,500 


A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 


of banking business of every description. 
affiliations it operates nearly 2400 branches in Great Britain 


Together with its 


and Northern Ireland, and has agents and correspondents in 

all parts of the world. The Bank has Offices in the Atlantic 

Liners Aquitania, Berengaria and Mauretania, and a foreign 

branch office at 196 Piccadilly, London, specially equipped for 
the use and convenience of visitors in London, 


national banks 


PRESIDENT 


H. H. Cotton 
Arthur F. Connor 


M. P. Walker 


W. O. Jones 
J. H. Johnson 


Ole Langland 
Geo. M. Bechtel 
Gus L. Schneider 


S. J. Van Lill, Sr. 


C. E. Cotting 
| Andrew A. Cassassa 


H. Sampson 


G. A. Klingenberg 


R. M. Cook 
F. R. Wooderson 


Peter Jensen 
Henry A. Wegner 


| Edw. E. Grosscup 
| F. W. Schlosstein 


| 


H. L. Hedger 
| Christian W. Korell 


| Nelson B. Ashmead 
J.S. Vail 


| L. J. Barrett 

C. W. Norton 
Fred W. Kelly 

D. G. Watkins 
Richard K. Mellon 
S. 8. Parris 


Dan E. Lydick 
.|W. H. McKinzie 
Julien H. Hill 


H. O. Alesbire 


J. T. Phillips 


| CASHIER 


| 


H. H. Cavill 


W. D. Dunwoody 


F. S. Fortson 
Earl M. Anderson 
H. H. Lexvold 

0. J. Frey 


|H. M. Ramey 
|Eldon F. Evverett 


lo. W. Harrison 


E. A. Duensing 
A. J. Place 
J. H. Power 


A. E. Dwehns 
W. M. Costello 
Emil R. Tortorelli 


John E. Curley 
Luther G. McConnel 


J. W. Fox 
John Bruischaar 


J. W. Baker 
T. J. Mahoney 


). A. Sullivan 
. A. Smith 

. 8. Phillips 
y. C. Martin 


C. M. Pearce 
Marvin Carlile 


L. W. Bishop 
W.H. F. Dement 


M. F. Smith 


New Branch Banks Authorized 


Bank of Italy National Trust & Savings 


Association, San 


Francisco, Calif. 


Loca 


tion of branch, vicinity of Fillmore & 


Haight Sts. 
First 


National 


Bank, Detroit, 


Mich. 


Location of branches, vicinity of Jeffersor 
& McDougall, vicinity Livernois and Six 


Mile Road. 
City, N. J. 
Ave. 

of New York. 


Ave., Brooklyn. 





Hudson County National Bank, Jersey 
Location of branches, vicinity 
of 356 Central Ave., vicinity of 191 Pavonia 


3owery and East River National Bank 
Location of branch, vicinity 
of Fort Hamilton Parkway and Bay Ridge 


Chase National Bank of the City of New 


York. 


Location 


of branch, 


vicinity of 





49 West 33rd. St., Manhattan. 

The National City Bank of New York 
Location of branch, vicinity of 92—162nd. 
St. Jamaica, Queens County. Vicinity 
of 4253-4255 Broadway; Vicinity of 
135 East 14th. St., vicinity of corner of 
Varick and Vandam Sts., New York City. 

The First National Bank of Chattanooga, 
Tenn. Location of branch, vicinity of 
Market and Main Streets. 


MIDLAND BANK 


HEAD OFFICE : 5 THREADNEEDLE STREET, LONDON, E.C.2 


Affiliated Banks: Belfast Banking Co. Ltd., Northern Ireland; The 
Clydesdale Bank Ltd., and North of Scotland Bank Ltd., Scotland. 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


9 successions; 12 mergers; 24 absorptions; 2 title changes: 
t consolidations; 3 conversions 


STATE & TOWN 


Alabama 
Birmingham 


California 
Alameda 
Arcata 


Bell 
Grass Valley 


Hopland 

La Habra 
_La Habra 

Lodi 

Nevada City 
Red Bluff 

Ripon 

Sanger 

San Luis Obispo 


St. Helena 


Florida 

Ft. Lauderdale 
Illinois 

Chicago 

Chicago 

Witt 

Woodstock 
lowa 
Crawfordsville 
Galva 
Geneva 
Kansas 

Glendale 


(Brookfield P. 0.) 


Scott City 
Maine 
Bangor 
Michigan 
St. Johns 
Minnesota 
Cloverton 
Henriette 
Mankato 
Mississippi 
Gulfport 
Missouri 
Eugene 


Jefferson City 
Greenville 
Hale 


Montana 
Big Timber 


Nebraska 
Central City 
Eldorado 

New Jersey 
Bergenfield 


New York 
Brooklyn 
Valley Stream 


North Carolina 
Valle Crucis 


North Dakota 
Alexander 


Oklahoma 
Hugo 

Pennsylvania 
Bellevue 
Philadelphia 
Philadelphia 


Texas 
Grapevine 
Tioga 
Turnersville 

Virginia 

opewell 


Washington 
Brewerton 
West Virginia 
Huntington 
Wyoming 
—willette 
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PRESENT NAME FORMER NAME 


Southern Bk. & Tr. Co. Engineers Bk. & Tr. Co 

Bank of Italy National Tr. & 
Savings Assn 

Security Bk. & Tr. Co., 
Bakersfield 

Atlantic Avenue Bank 

Security Bk. & Tr. Co., 
Bakersfield 

Savings Bank of Mendocino 
County, Ukiah 

Security Bk. & Tr. Co., 
Bakersfield ‘ 

\Security Bk. & Tr. Co., 
Bakersfield 

Security Bk. & Tr. Co., 

|_ Bakersfield 

Security Bk. & Tr. Co., 
Bakersfield 

Security Bk. & Tr. Co., 

| Bakersfield 

Security Bank & Tr. Co., 
Bakersfield 

|Bank of Italy National Tr. & 

| Savings Association 

iSecurity Bk. & Tr. Co., 

| Bakersfield 

Security Bk. & Tr. Co., 
Bakersfield 


Citizens National & Citizens 
Savings Bank 


First National Bank 
First Bank of Maywood 


Nevada County Bank 
Bank of Hopland 
First National Bank 
Citizens Commercial & 
Savings Bank 
Lodi National 
Nevada County Bank 
First National Bank 
First National 
Commercial Bank 
Citizens State Bank 
First National & First 
Savings Bank 


Ft. Lauderdale Bk. & Tr. Co. First National Bank 
Chicago Tr. Co. 

Old Dearborn State Bk 
National Bank of Witt 
American National Bank 


National Bank of Commerce 
Lake State Bank 

First National & Witt Nat'l 
Farmers Exchange State 


Peoples Savings Bank 
Galva State Bank 
|Geneva Savings Bank 


First Savings Bank 
First National Bank 
Farmers State Bank 


Bank of Tescott Glendale State Bank 


First National Bank Citizens State Bank 


Merrill Trust Co Old Town Trust Co. 


State Bank of St. Johns Farmers State Savings 
Markville State Bank 
State Bank of Mora 
National Citizens 


Cloverton State Bank 
First State Bank : 
Mankato State Bk. & Tr. Co 


National Bank of Gulfport (Bank of Gulfport 


Eugene State Bank Bank of Eugene and 
Farmers Bank 

Exchange Bank 

State Bank of Patterson 

State Bank of Hale & Bank 
of Hale 


|Exchange National 
Citizens Bank 
Union Bk. of Hale 


Citizens Bk. & Tr. Co Commercial Bank & Tr. Co. 


& Citizens State Bk. 


Farmers National Bank 


Farmers State Bank 
Harvard State Bank 


Eldorado State Bank 


Bergenfield National Bk. & 


Tr. Co. Bergenfield National 


Guardian National Bank 
Valley Stream National Bank 
& Trust Co. 


Carnarsie State Bank 
Valley Stream National 


Watauga County Bank, 


Boone Valle Crucis Bank 


Bank of Alexander First State Bank of Corinth, 
N. D. - 


National Bk. of Commerce ‘Choctaw County Bk. 
Citizens Tr. Co. 
Bankers Tr. Co. 
Union Bk. & Tr. Co. 


Citizens National Bk. 
National Bank of Commerce 


Trust Co 


Tarrant County National 
First State Bank 
First National Bank 


Farmers National Bk. 
|First Guaranty State Bank 
First State Bank 


Hopewell Branch of Rich- 
mond Tr. Co. 


Hopewell Bank & Trust Co 


First State Bank State Bank of Charleston 


Twentieth Street Bank Citizens State Bank 


‘First State Bank 


Bank of Gillette 
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How CHANGED 


Succeeds 


Merged 


Absorption 
Succeeds 


Absorption 
Absorption 
Absorption 
Absorption 
Absorption 
Absorption 
Absorption 
Absorption 
Merged 

Absorption 


Absorption 
Absorption 


Absorption 
Title 

Merged 
Consolidated 


Absorption 
Absorption 
Absorption 
Merged 
Merged 
Absorption 
Consolidated 
Merged 
Absorption 
Consolidated 
Conversion 
Merged 
Conversion 
Absorption 


Merged 


Merged 


Conversion 
Consolidated 


Title 
Absorption 


Succeeds 


Absorption 


Successor 


Absorption 


|Succeeds 
|Merged 
Union National & the Mutual] 


Merged 


|Merged 


Succeeds 


Absorption 


‘Succeeds 
| 


|Succeeds 


Absorption 


Succeeds 


CAPITAL 


$ 500,000/$ 


* 


250,000 


2,000,000 
500,000 
50,000 
100,000 


20,000 
50,000 
20,000 
50,000 
50,000 


75,000 


10,000) 


125,000 





100,000) 


15,000) 
50,000) 


150,000) 


17,500) 


100,000) 


250,000 


SuRpPLuUS 


81,280'W. C 


PRESIDENT 


Sterrett 


210,520, W. C. Hyle 


| 


3,960,540) Lucius Teter 

144,020)R. A. Drum 
11,300|Henry F. Fesser 

— M. Hay 


21,680|N. J. Lease 
33,500/Geo. B. Whealen 
13,470|B. D. Hunt 


150,000! R. 


110,000) A. 


75,000) L. 


10,830\T. 
98,080|W. 
4,000 


| 
5,000/U 

} 
5,000/F 


135,400) F 


1,000 C 


IH. C. Smither 
B. Christy 


E. Wilson 
. T. Hogan 


N. Dautzler 


W. Bond 
A. Dallmeyer 
A. M. Costner 


E. Bedell 


-H 
& 


Arneson 


. G. Wellensick 


W. Muller 


E. Burdick 


12,020 F. H. Sherwood 


22,626| Robt. J. Gibson 


-|-- 


2,440,000 J. S. McCulloch 


: 
115, 


,200\E. E. Ledbetter 
0| Leake Ayres 


65,000| Roger E. Brooks 


4,500|W. W. Sherman 


Frank Prince 


J. D. Camp 


\Joseph A. Duner 
|A. F. Whitehead 
|H. S. Armentrout 
|William Desmond 


|R. R. Noonan 
iC. C. Elk 

|F. E. Davenport 
| 

\H. J. Berkley 


H: S. Rector 


F. B. Post 


IL. M. Severeid 


|E. 8. Taylor 


Paul Binkley 
\O. W. Raithel 
0. L. Rhodes 


\H. C. Bedell 


R. L. Lewis 


} 


John R Simpson 


{Sigurd Bue 


|S. B. Cocke 


‘\C.S. Cannaday 


iF. W. Straw 


| 
43,000|C. O. Harrison |A. C. Hinerman 
| 


12,500|B. H. McCarthy 


John A. Osborne 
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NEW BANKS REPORTED IN 


11 state banks—12 national banks 


STATE & TOWN 


Connecticut 
Bristol 


Florida 
Lakeland 
Georgia 
Adel 
Illinois 
Chicago 
Chicago 
Chicago 
Chicago 
lowa 
Kensett 
Michigan 
Detroit 


Mississippi 
DeKalb 

Nebraska 
Omaha 

New Jersey 
Leonia 

New Mexico 
Lovington 

New York 
New York City 
New York City 
New York City 
New York City 

Pennsylvania 
Holmesburg 
(Phila. P. 0.) 
Jersey Shore 
Leola 
McKeesport 
Philadelphia 

Tennessee 
Rogersville 


Terryville Trust Co. 
American National 
Sparks-Adel Banking Co. 
Brainerd State | 
Fair Oaks State : ; 
Illinois Federation Tr. & Sav.) 1 
Ridge State sith 
First State 

City Industrial Bank, Inc. 
| First National 

| Douglas County National 
Central National 

Lea County National 
Harlem National = _ | 4 
| Nationa! Sav. Bankin N .Y.} 1 


Riversdale National 
Sixth Avenue 


Northeast National 

| Union National 

| Leola National 
Pennsylvania Deposit 
| Pelham National 








NAME OF BANK CAPITAL 


,000,000 


,000,000 | ome |. 
,000,000 Z 


PROCESS OF ORGANIZATION 


SURPLUS CORRESPONDENT 


100,000 $ 


“10,000 


25,000 5,000|G. N. Hauger 


| 


125,000 | __ 


25,000 J. H. Daws 


200,000 : _|Dr. J. M. Haumann 


50,000 ___ | John Pollock 


25,000 _ _|P. Carter 

G. Bond 

W. R. Malone 

200,000 | ___- _|E. T. Perine, 149 Broadway 
750,000 | ____- : eile ‘ ane 


200,000 | ___ _- 
125,000) __- 
50,000 | __ 
100,000 
100,000 


W. F. Knauer, 4200 Decatur St. 
S. M. Carter 
|R. E. DeWalt 


-__ | H. F. Meixner, 3100 N. 22nd St. 





| Farmers Bank & Trust Co. 





100,000 | __ - 





Banks Reported Closed 


72 state banks—12 national banks 


Arkansas 
Peach Orechard—Peoples Bank 
Success—Bank of Success 
Florida 
Debray Beach—Debray Bank & Tr. Co. 
West Palm Beach—National Bank 
West Palm Beach—Northwood Bank & 
Tr. Co. 
Willeston—Citizens Bank 
Georgia 
Attapulgus—Bank of Attapulgus 
Cohutta—North Georgia Banking Co. 
Ellaville—Council Bank 
Stillmore—Edenfield Bank 
Swords—J. B. Swords Bank 
Unadilla—Commercial Bank 
Woodville—A. F. Durham Banker 
Idaho 
Lapevai 
Illinois 
Astoria—Peoples State Bank 
St. Augustine—Bank of St. Augustine 


Indiana 
Corunna 


Fort Lapevai State Bank 


Thomas Exchange Bank 


Iowa 
Buckwell—Buxton Savings Bank 
Farlin—Farlin Savings Bank 
Havelock—First National Bank 
Kingston—Farmers Bank 
Sabula—J. Hilsinger & Son Bank 


Kansas 
Jefferson—Jefferson State Bank 
Lovewell—Lovewell State Bank 
Stockton—National State Bank 
Michigan 
Palo—Palo Exchange Bank 
Fergus Falls—Farmers Merchants State 
Bank 


Minnesota 
Gonwick—Farmers State Bank 
Granada—Granada State Bank 
Hillman—Farmers State Bank 
Lynd—Lynd State Bank 
Mahnomen—Security State Bank 
Montrose—State Bank of Montrose 
Oslo—Citizens State Bank 


8 


Pemberton—Farmers State Bank 
St. Paul—Produce Exchange Bank 
Window—Farmers State Bank 


Missouri 
Concordia—Concordia Savings Bank 
Huntsville—Huntsville Tr. Co. 
Raymond—First National Bank 


Nebraska 
Blair—The State Bank 
York—Farmers State Bank 


North Carolina 
Ayden—Bank of Ayden 
Lansing—Bank of Lansing 
Red Springs—Carolina Bank & Tr. Co. 


North Dakota 
Blabon—Blabon State Bank 
Colgate—Colgate State Bank 
Finley—State Bank of Finley 
Hannah—State Bank of Hannah 
Hansboro—Bank of Hansboro 
Inkster—Bank of Inkster 
Marion—Marion State Bank 
Niagara—Bank of Niagara 
Sarles—Merchants State Bank 
Temple—Security Bank 
Tuttle—Tuttle State Bank 
Walballa—Citizens Bank 
Wheelock—Citizens State Bank 
Ohio ' 
Raymond—Deposit Bank 
Oklahoma 
Checotah—First National Bank 
Cromwell—Cromwell Exchange Bank 
Hallett—Guaranty State Bank 
Haskell—Arkansas Valley State Bank 
Milburn—First National Bank 
Muldrow—-First National Bank 
Raff—First National Bank 
Tecumseh—Home State Bank 


Oregon 
Vale—Farmers & Stockgrowers 
South Carolina 
Bowman—National Bank of Bowman 
Lancaster—Farmers B. & Tr. Co. 
Lodge—Peoples Bank 
Manning—First National 


South Dakota 
White Rock—Citizens State Bank 


Tennessee 
Memphis—Columbia Savings Bank 
Temperance Hall—Bank of Temperance 
Texas 
Argyle—Argyle State Bank 
Como—Como National Bank 
Frisco—Friseo State Bank 
Thornton—Farmers National 
Wallis—Guaranty Bond State 
Weston—Weston State Bank 
West Virginia 
New Cumberland—First 
Wisconsin 
Dodgeville—City & Farmers Bank 
Wyoming 


Cheyenne—Union Trust Company 


National 


Four Regional Savings 
Conferences 


New York.—Four 
conferences covering all parts of the 
United States will be held in the spring 
of 1928 under the auspices of the Say- 
ings Bank Division, American Bankers 
Association. The first one is scheduled 
for March 8 and 9 in Seattle. The 
second will be held in Chicago, March 
15 and 16. On March 22 and 23, New 
York will be the conference city, and in 
Richmond, Va. the conference will be 
held on April 5 and 6. 


regional savings 


Dallas Financed For Nine Y ears 


By an overwhelming majority the city 
of Dallas, Texas voted on December 15th 
to place into immediate effect, a program 
of city improvement that will extend 
into the future for nine years. 

Not only did the voters approve the 
gigantic plan, but they authorized at the 
same time the issuing of $23,900,000 
worth of bonds to finance the plan. 

The bonds will be issued yearly over 
the period of nine years, in no year to 
exceed $4,000,000. The tax rate $2.47 
will not be raised, the increased indebted- 
ness to be eared for in a slight yearly 
increase in property valuation. It is 
said that during the peak year, approxi- 
mately 58 per cent instead of the present 
50 per cent valuation will be used. The 
scope of the program is seen in the fol 
lowing items: 

Dallas publie schools, $1,900,000. 

Parks and playgrounds, $1,500,000. 

Street opening and widening, $5, 
700,000. 

Sewer system, $1,000,000. 

Drainage, $3,500,000. 

Street paving (city’s share), $3,000,- 
000. 

Fire department, $350,000. 

Garbage disposal, $150,000. 

Public library, $500,000. 

Institute of Fine Arts, $500,000. 

Publie Auditorium, $1,000,000. 

Hospital system, $400,000. 

Water system, $4,000,000. 

Municipal Airport, $400,000. 

A decided stimulus to an already 
rapidly progressing city will be the re- 
sult of the plan--the “Ulrickson Plan” 
1928 
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it has been named by popular choice—it 
is believed by those who have studied the 
plan. 

No longer will it be necessary to eall 
every few months special bond elections 
for this or that item. 

In other words, Dallas is financed for 
the next nine years in such a manner 
that there will be more streets opened 
and paved, better water and sewer facil- 
ities, more parks, a fine municipal art in- 
stitute and a great munteipal auditorium, 
a finer library, a better fire department, 
a larger hospital system, and last but 
not least by any means, a great municipal 
airport. 


PROMOTIONS IN UNION 
TRUST OF DETROIT 


Charles E. Clark, John A. Reynolds, 
Clinton F. Berry, Homer Guck, and 
A. Douglas Jamieson were elected vice 
presidents of the 
Union Trust Co. of 
Detroit at the annual 
meeting of the diree- 
tors. 

Louis H. Charbon- 
neau, Herold G. 
Woodruff, John C. 
Evans, and Wayne 

Putnam were elected assistant vice 
presidents. 

Other officers of the company re- 
elected follow: President, Frank W. 
Blair; executive vice presidents, Charles 
R. Dunn, John N. Stalker, B. H. Mann- 
Joel H. Prescott; vicé presidents, 
Charles N. Crosman, Charles H. Adams, 
Merrill C. Adams. 

Mr. Clark has served as treasurer of 
the company for the past eleven years. 
His election as vice president is a typi- 
cal example of the opportunities which 
great financial institutions give to young 
men of energy and capacity. He en- 
tered the employ of the Union Trust Co. 
as messenger in 1895. His progress 
reads like a business romance. He 
served in various departments, being ap- 
pointed successively, manager of the 
rental department in 1897, general teller 
in 1900, assistant treasurer in 1910 and 
treasurer since 1916. 


Charles E. Clark 


ing, 


Walter W. Smith On Federal 
Advisory Council 

Walter W. Smith, president of the 
First National Bank in Louis and 
one of the country’s. prominent bankers, 
has been elected by the board of di- 
rectors of the Federal Reserve Bank in 
St. Louis, to represent the eighth federal 
reserve district in the Federal Advisory 
Council during 1928. 

Mr. Smith was a member of the orig- 
inal board of directors of the Federal 
Reserve Bank of St. Louis serving as 
Class-C director and was formerly vice 
chairman and deputy federal reserve 
agent. 








CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PATENTS 
Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 
* WATSON E. COLEMAN, Patent Lawyer, 
724-9th St.. Washington, . & 6*-12 ti. 


PRINTING 
Omaha Printing Company, 13th and Farnam 


Sts., Omaha, U. S. A. Lithographers, ae 
Stationers, Office Furniture. *.12 ti. 


SAFES—Used, Screw Door, Bank Safes, De- 
posit Boxes, Vaults, etc. John Murray, 126 E. 
Pearl Street,.Cincinnati, Ohio 6*—12 ti 


BUSINESS OPPORTUNITY 


WESTERN GOLD MINER, Absolutely free 
trial Subscription. Address 2538 W. 37th, 
Denver, Colo. 2*-2ti 





eee 


ia" SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms. 


Ask for Folder B. M. 


DAVENPORT-TAYLOR Mc. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 





MAKE YOUR DEPOSIT BOXES PAY 


Send for our plan of renting boxes. 
One that brings people in and writes 
their names on your books as customers. 


THE FRANK MARTIN COMPANY 


Marshall Building Cleveland 


“Steel-Strong” 
Coin Wrappers — Bill Straps 


Six different styles; 
one for every purpose 


Six styles—Ask your stationer. 


; ; 
has tens of millions of 


readers 


NEED ENVELOPES? 
WRITE HECO—CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








“Let George Do It”— 


When George has the facilities 


“George,” in this instance, is the Bankers’ Secretary of 


the Rand M¢Nally Banking Publications. 


He is well acquainted with the bank supply and 
equipment field and can usually put you in touch, 
immediately, with those who manufacture what you 
want but have difficulty in locating. 





George is handy with a dictaphone and has a very 
efficient stenographer at his disposal. He wants to save 
you time and trouble in locating supplies and equip- 
ment, and, he has the facilities. 


Let George Do It! 





SIMPLY MAIL THE COUPON TODAY 


“THE BANKERS’ SECRETARY,” Banking Publications Department 
Rand McNally & Company, 536 South Clark St., Chicago. 


Checked below are items I am interested in buying and about which I wish you to give me the 
latest information: 


OAccrual System ODoors, Vault Automatic Locking ONew Account Solicitation 

DO Advertising, Direct Mail . Device ONight Deposit Safes 

DAdvertising, Window Display OEngraving OPass Books 

O Architectural Service OEnvelopes OSafety Paper 

OBandit Resisting Fixtures OEquipment, Bank and Office OSavings Banks, Home and 

OBlinds, Venetian OFiles Pocket 

OBoxes, Safety Deposit OFixtures, Bank and Office OSigns, Outdoor 

OBudget Books OForms, Bank OSigns, Indoor 

OBulletin Boards OGlass, Bullet Proof OSigns, Changeable 

OCheck and Deposit Slip Dis- C)Hold-Up Alarms OSystems, Machine Bookkeeping 
pensers OCInvestment Counsel OThrift Posters 

OCheck Protectors OLedger Posting and Statement OTrust Advertising 

OChristmas Savings Machines OVault Reinforcing 

OC Designers, Interior OLining Equipment OVault Systematizers 

ODesk Guards OLocks, Time and Combination OVisible Files 

ODesks, Bookkeepers’ OMechanical Posting Desk Co Wrappers, Coin 


This List Changes Each Month 


Also please send me information about— 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








